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HARTMAN HOUSE 
Pittsburgh builder delivers 
house complete for $6000 


BUILDER E. R. Hartman has 
completed one standard house in 
Pittsburgh for $6000 and is ready, 
to start 40 more. The house is being 
hailed locally as the most house for 
the money being built today. 

The price includes everything 
but the lot. Hartman’s cost ran 
$10 for the building permit; $200 
for excavation; $25 for the steel I 
beam and post; $201.55 for steel 
windows and glazing; $1,213.93 
for lumber and millwork; $204.47 
for wiring and fixtures; $745.50 
for plumbing; $460 for heating. 

He paid out $150.83 for roofing 
and spouting; $477.62 for plaster- 
ing and material; $250 for paint- 
ing; $47.34 for hardware and nails; 
$357.97 for foundation material 
and cement products; $176.78 for 
miscellaneous items; $629.72 for 
labor hired direct; and $629.26 
for compensation insurance and 
social security payments. 

To these costs were added $100 
for architect and engineering fees 
and $100 for personal supervision. 
Hartman added ten percent to the 
total for overhead and profit, or 
$580.03. 

The house is 30 by 23. It includes 
kitchen, combination dining room 
and living room, bath, and two bed- 
rooms. It is built so two bedrooms 
can be finished upstairs. A full, 
water-proof basement is included. 
Other features are gas-fired fur- 
nace, brick chimney, plastered 
walls, kitchen cabinets, copper 
plumbing, shower over tub, laundry 

ays, a garage and hardwood 
tloors. Cost to insulate the com- 
plete house would amount to $210. 


SNARK VISITS 


Hoo-Hoos Saberson & Springer 
find new members, new club 


IN A swing through the Pacific 
orthwest, Snark of the Universe 
i. E. Saberson and Supreme Sec- 
retary B. F. Springer ran into a 
ee hive of Hoo-Hoo activity. 

First stop was made at Tacoma, 
ash. Here Snark Saberson and 
vecretary Springer witnessed the 
induction of thirteen Kittens via 
he short form. At the regular 
neeting following the induction, 
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FHA FLASH 


Other FHA features not 
affected by Title VI lapse 


“THE availability of assist- 
ance in the financing of residen- 
tial construction through the 
long-range program of Federal 
Housing Administration was not 
affected by the expiration on 
April 30 of Title VI of the Na- 
tional Housing Act,” according 
to Franklin D. Richards, Com- 
missioner. 

Mortgage insurance is _ still 
available under Title II for the 
refinancing of existing dwellings 
and the construction of new 
residential properties. Insurance 
of property improvement loans 
and loans for small homes under 
Title | is also still available. 











President “Del’’ Daley, Vicegerent 
Snark for Washington, reported on 
the status quo of the lively Tacoma- 
Olympia club which numbers ap- 
proximately 150 members. 

Snark Saberson and Secretary 
Springer were accompanied to 
Yakima, Wash., by Vicegerent 
Daley and Custocatian Carl Crow 
of Portland to aid in forming a 
new Hoo-Hoo club there. Thirty- 
five charter members were _ in- 
ducted. Officers were elected and 
the visiting officials told of the 
aims and objectives of Hoo-Hoo. 

A special meeting of the Port- 
land club found officials Saberson, 
Springer and Crow reviewing the 
progress of Hoo-Hoo and the or- 
ganizational work now being car- 


ried on in Washington and Oregon. 
President Ed Beals presided. Ed 
Hoener attended as well as many 
of Portland’s leading lumbermen. 


TREES STILL GROW 


Growth of forest catching up with 
the drain for first time in years 


IN THE period 1909-1918 six 
times as many board feet of timber 
was taken out of the country’s for- 
est as grew in replacement. By 
1946 only one and a half board feet 
were taken from the forest for 
each foot grown. In the _ short 
period of 28 years the drain on the 
forest resources has ‘been reduced 
from a wide discrepancy to a point 
approaching a balance. 


According to the National Lum- 
ber Manufacturers Association, the 
U. S. Forest Service estimated 
13,370 cubic feet of new growth in 
the nation’s forests in 1944, as 
compared to a total removal of less 
than 14,000 cubic feet in the same 
year. Figures for the years 1925 to 
1929, covering a period of great 
construction activity, show an av- 
erage of more than 16,000 cubic 
feet of timber removed compared 
to less than 9,000 cubic feet grown 
in replacement. 


It is apparent that the goal of 
practical lumbermen and conserva- 
tionists is being realized. Growth 
of new timber resources is rapidly 


being brought into balance with 


removal of timber from all sources. 
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Paints Behind 
Radiators! 

New nozzle sprays 
Paint straight ahead, 
up, down, sideways. 


Furniture 

Painting Easy! 

Uses any type paint. 
Holds 24 oz, 
Guaranteed. 8 Ibs., 
complete. 
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COMPLETE 








WITH MOTOR 





Professional Results 
Smooth, even 
coat gives every- 
thing a ‘‘factory 
finish.” 


No Extras to Buy 
Send for complete 
details. *Slightly 
higher in western 
territories. 














THE LOWELL 
ELECTRIC PAINTER 


Here’s your chance to add 

new highly profitable sales and 
increase your sale of paint. 
Because painting is so much 
easier with the Lowell ‘‘Thoro- 
Spray,’’* more painting will 
be done, more paint used. 

Stock up now and corner the 
sales that are on the way. 


NATIONALLY ADVERTISED IN 
THE SATURDAY EVENING POST 
Better Homes and Gardens 
POPULAR MECHANICS 


*T.M. REG. U.S. PAT. OFF..(C) 1947 L.M. co. 


LO'S LARGEST MANUFACTURER OF SPRAYERS AND DUSTERS E 


WRITE DEPT. 63, 589 E. 





ILLINOIS, CHICAGO I}, ILLINOIS 


May 





NEWS ««¢ TRENDS 


BUILDERS STYMIED 


Senate tricks cute politics but 
Title VI death stifles building 


SENATE efforts to force House 
action on the T-E-W long range 
housing bill resulted directly in the 
lapse of Title ~VI, backbone of 
much new house financing. Reac- 
tion was immediate among many 
builders who use Title VI money to 
pay for houses they put up. 

Congressmen, F.H.A. officials, 
and the construction industry rep- 
resentatives in Washington are be- 
ing flooded with protests from 
builders throughout the country 
who say they will not go ahead 
with new _ construction without 
Title VI. 

“Every week without Title VI is 
costing the country several thou- 
sand homes,” one official of the Na- 
tional Association of Home Build- 
ers said. “With no assured financ- 
ing, many small builders hesitate 
to begin new projects.” 

The House, as last year, is show- 
ing much resistance to a_ broad 
Federal housing program. Senate 
leaders tried using renewal of 
much needed Title VI as a lever on 
the House by including it in the 
T-E-W bill. House leaders balked 
with the resulting lapse of Title 
VI. 

Guesses range from a week to a 
month required before the two 
Houses reach a compromise that 
puts Title VI back into law. 


INTERNAL MIGRATION 


Half nation's population has 
moved in the past seven years 


NEW living quarters have been 
taken since April, 1940 by about 
half of the nation’s total popula- 
tion, the U. S. Census Bureau re- 
ports. This is the greatest internal 
population movement of such mag- 
nitude, the Bureau reports. It is 
estimated that about 12,000,000 
persons moved to a new state; 1°,- 
000,000 stayed in the same state 
but moved to a new county and 
44,000,000 changed houses within 
the same county. Farm areas lost 
3,200,000 persons in the seven 
years or about one of each eight 
persons living on a farm in 1940. 
However, the annual farm loss in 
population is now less than at the 
wartime peak. The west continued 
to gain population from other sec- 
tions of the country, adding about 
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You can bet your old cullet barrel that when you're “running the cut” 
on L:O:F Quality Windéw Glass you are assured of a cleaner, smoother 
break. That’s because’ L:O-F’s longer annealing process produces 
Window Glass that is less brittle and so much easier to cut. Naturally, 
this means less waste, and savings in time and money. That adds up 
to more profit for you. 

Here’s a friendly reminder. Keep your glass rack and cutting table 
on the selling) floor,’ You'll sell more glass...and the L-O-F label will 
show customers that you handle only top-quality merchandise. Call your 
nearest L-O}F distributor when your stock needs replenishing. Libbey: 
; Company, 6228 Nicholas Building, Toledo 3, Ohio. 

















L:O:F also makes polished plate glass, 
safety glass, colorful Vitrolite* glass fac- . 
ing, Tuf-flex* tempered plate glass and 
other flat glasses. Only Libbey: Owens: 
Ford makes Thermopane*—the first 
mass-produced insulating windowpane. 


*® 


LIBBEY* OWENS : FORD 
a lui /\Vamew GLASS 
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GENUINE FURNITURE WOODS 
For The Chettemen Me Cares” 


At The Shows For 
The First Time 
Building Supply 
Dealers Saw The 
Sensational 


AETNA 


HARDWOOD 
PLYWOOD 


MERCHANDISER 


And They Went for It in 
a Big Way 
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YOU TOO, CAN GET ONE 
IF YOU HURRY! 








The Supply Is Limited — Don't Wait 
WRITE TODAY TO 


AETNA PLYWOOD & VENEER COMPANY 


1732 ELSTON AVE. CHICAGO 22, ILL. 
Phone: ARMitage 7100 — Teletype CG305 


Sales Offices: 


Grand Rapids, Mich.; Detroit, Mich.; Milwaukee, Wis.; Indianapolis, 
Ind.; Marion, Ind.; LaFayette, Ind. 





| 





Mr. Lumber Dealer: 


Here is a suggestion for using model kits of the 47-1 Industry Engineered 
House to very good advantage. 
1 Sponsor a model building contest in your local Boy Scout Troops, 


YMCA, Boy's Clubs, 4-H Clubs, or other supervised youth groups, 
as a summer activity. 


2. 


Get your local newspaper to cover the program. It has high pub- 
lic interest appeal. The kits teach a worthwhile lesson—provide a 
fascinating leisure hour occupation. 


3. 


State number desired. Include remittance with order. 
payable to American Lumberman, Inc. 


Display finished models in -your store, and invite the public in to 
see them. 


Make all checks 


ORDER NOW 
Price per kit $12.50 postpaid 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 


139 North Clark Street, Chicago 2, Illinois 
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2,000,000 persons. The south con- 


tinued losing population, a et 
number of 2,000,000 persons moy- 
ing to other regions. In contrast 
to the 1935-1940 period, the south- 
ern Negro population moved in 
greater proportion and over lonyer 
distances than the whites between 
1940 and 1947. 


MATERIALS RECOVERY 


. Accelerated material production 
dwarfs rate of gain for 1918-19 


PRODUCTION of building ma- 
terials has accelerated much faster 
during the past two years than it 
did following World War I, accord- 
ing to Melvin H. Baker of the Con- 
struction Industry Information 
Committee. “The rate of increase 
in building material output was 
three times as great in the first 
year after World War II as it was 
between 1918 and 1919,” according 
to Baker. “In 1947, the second post 
war year, the rate of increase in 
production was double that for the 
corresponding period after the first 
World War.” 


STILL COPYING 


Japanese contractors’ set-up 
patterned after U. S. group 


THE ASSOCIATED General 
Contractors of America was used 
as a model to reorganize the Japa- 
nese contractors’ association along 
democratic lines. Copies of Gov- 
erning Provisions, Code of Ethical 
Conduct, outline of organization 
and work and other material from 
the American group was mace 
available to the Japanese group at 
the request of the Army. The pre- 
war Japanese association was of 
the “central” type which the Army 
has abolished as undemocratic. 


REPRESENTATIVE 


Housing expediter announces 
local rent boards screened 


HOUSING expeditor Tighe 
Woods says his office has completed 
screening 600 local rent advisory 
boards in all parts of the nation 
to determine if they are represe- 
tative of all affected interest. This 
action was required by the new 
rent bill. 

Next step in obtaining represeii- 
tative boards, according to Mr. 
Wood, is to inform the governors 
of the various states of the results 
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WASHINGTON 4 


EUROPE IS QUIET: at least for the moment. 
Shaky governments at this writing are still standing 
up. The spring food crisis, usually as certain as the 
equinox, hasn't appeared in western Europe except 
possibly in parts of Germany. Industrial production 
is increasing. There are said to be even a few sur- 
pluses accumulating. Sure, Europeans want those 
extra textiles and such; but it's still hard to arrange 
the necessary exchange. 


MUCH RED VIOLENCE, threatened by the Com- 
munists, seems to have missed the bus. No, Uncle 
Joe hasn't gotten seriously converted; and you'd 
better not trust him farther than you can throw a 
relief ship. Molotov talks about a conference, and 
Vishinsky hasn't cussed the U. S. for three or four 
days. But watch out when the Moscow radio calms 
down. When they stop blowing that big whistle it's 
usually to get up steam for some new deviltry. 


COMMUNISM has been getting assorted whams 
in the pants; so the Politburo is taking time out. 
Congress voted the recovery program; which, 
among other things, keeps the U. S. in Europe. 
Italians voted against Russia. Western Europeans 
fixed up a military alliance. The U. S. started a no 
foolin’ rearmament program. Hence the Moscow 
musings. . . This squaw spring foreign-affairs 
weather probably won't last; but it’s swell while it 
does last. 


HIGH BUSINESS LEVELS, according to most an- 
alysts, are pretty well assured through this year and 
into next. The added factors are foreign aid and 
armaments. Sure enough, foreign aid isn’t likely to 
increase much; will reach the top point in a matter 
of months and will begin to slack off about the mid- 
die of ‘49. But without the Marshall Plan a declining 
€ ne probably by this time would have had busi- 
ness tending downward. 


ARMAMENT EXPENDITURES, unless Congress 
changes its mind—but hard—will rise for several 
years. Result this year is a Federal budget just 
barely in balance. No margins for fooling around. 
A deficit is possible if business should stub a toe; 
even a little toe. So Washington holds a hard eye 

ent upon business activity; to be sure that pros- 
perity keeps whanging away in tax-producing 
quantities. 


STEEL IS THE BOTTLENECK; will, if anything 
does, bring on compulsory allocations. Production 
‘or military purposes is to be put on a priority basis. 
Despite many denials from the Hill and the White 
House that controls are even contemplated, the sub- 

»ct will not down. Full wartime controls are being 
irged, on a stand-by status, by high officials. 
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STRIKE SITUATION is not good. One bad feature 
is the ugly feelings stirred up on both sides. Despite 
angry denials, it’s possible the railroad workers 
hoped for government seizure. That operated once 
to their advantage. Big corporations are resisting 
demands; even limited ones. No use guessing 
about specific strikes; but pay raises in general are 
to be moderate. Some inflation will result but prob- 
ably not much. 


PUBLIC HOUSING FIGHT might be funny if the 
industry's nose were not getting rubbed in it. The 
Senate passed the T-E-W bill, as you know. The 
House passed a bill extending Title Six for a year. 
But the Senate extended Title Six only until the end 
of next month; presumably because it had included 
this affair in T-E-W and thought if the popular insur- 
ance provision were extended for a year the House 
would then ignore T-E-W. 


“MAD HOUSE.” This Senate jockeying made the 
House plenty sore; so it refused to call up the Senate 
extension, and Title Six expired. The home loan in- 
surance will be reanimated pretty soon; at least be- 
fore Congress adjourns. But nobody guesses what 
may happen to T-E-W. With a few notable excep- 
tions, the industry is getting a bad press out of the 
fracas. But the NRLDA is putting on a good coun- 
teroffensive. 


H. R. NORTHUP, of the NRLDA, says the T-E-W 
bill is “a cleverly camouflaged public housing bill 
which was never designed as an aid to. private 
industry.” Title Six, he adds, “is in no way con- 
nected with any long-range housing program.” It's 
an emergency type of financing and should termi- 
nate not later than March 1, 1949. It is being used 
to sweeten up an alien long-term public housing 
program. So says H. R. (Cotton) Northup. 


CURRENT EXPORT QUOTAS of lumber and lum- 
ber products are the same for lumber as in the first 
quarter; 275 million feet. Larger quotas for millwork 
—1,525,000 feet—and of hardwood flooring—725,000 
feet—are intended mostly for workers’ houses in for- 
eign areas producing strategic materials important 
to the U. S. No houses, no oil or tin or whatever. 
The retail industry hasn't opposed these increases. 


RETAIL LUMBER INVENTORIES are a little larger; 
standing at 5,060,000,000 feet. That's an increase 
of 3.2 percent over the previous report. Largest in- 
creases were in the West North Central region, 
amounting to 8.4 percent. Naturally all regions 
showed an increase in retail sales. The usual sea- 
sonal pickup. The West South Central region re- 
ported sales increases amounting to 48.7 percent. 
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‘PENNVERNON 





Its excellent visional properties and brilliant surface finish on both sides 
of the sheet make “Pennvernon” a quality window glass. Pennvernon 
Window Glass meets the most exacting sheet glass requirements. It assures 
you much more customer satisfaction than does ordinary window glass; 
helps you make more friends; brings you more business. 

So, take a tip: Sell “Pennvernon” — not just “window glass.” 


PENNVERNON &% winvow Giass 


ip PAINTS - GLASS - CHEMICALS - BRUSHES - PLASTICS 


PITTSBURGH Pi A-TE GLASS COMPANY q 
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The industry-engineered house is building good 


will in ever widening circles. 


Elsewhere in this issue is a story of what one re- 
tailer has done in promoting his business through the 
medium of the Industry-Engineered Home program 
of the Producer’s council and the National Retail 


Lumber Dealers association. 


This dealer cleverly seized upon the natural pro- 
motional elements in the I-E House program,—.e., 
something new, something dramatic, cost reduction, 
industry leadership, the home-seeking couple, the 
mechanically minded youth of the community, the 
tremendous interest in the housing problem, local 
newspapers concern with something vital and good in 
the housing picture, etce.—and wove a pattern of pro- 
motion that not only had the town talking and 
brought hundreds of bona-fide new home prospects, 
but by some fortunate twist, produced a major bulge 


in current cash sales! 


The faets that hundreds of the National Retail 
Lumber Dealers association book, How to Build a 
Better Home were sold to consumers at $1.00 each, 
that many sets of plans were actually bought at the 
exhibit, and that contractor-exhibitors at the show 
agreed to explain how and why the industry-engi- 
neered, modular-principle house reduces the cost of 
regular construction, gives ample ground for the con- 


clusions that: 


The principle of modular small house construction 


has proved itself; 
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A PUBLIC RELATIONS NATURAL! 











Tr . . 
The value of manufacturer-dealer coordination on 
house engineering is demonstrated; 











The I-E houses so far engineered may be con- 
structed at less cost than with orthodox methods; 





The promotional tools, literature and_ publicity 
available do a bang-up public relations job for 
a dealer. 








The next step is for more and more dealers to take 
advantage of this tool until the program becomes a 
national public relations accomplishment that will 
defeat the attacks on the home-building industry and 
the dealer particularly. 























We have long advocated that the dealer, as the 
merchant of building products, should be the primary 
factor in sponsoring, planning, promoting and profit- 
ing by local building shows. 


But whether you sponsor a local building show or 
not, there are many features of this story that you 
can lift bodily and apply to your operation with 
great benefit to your company, your industry and 
your community. 


EDITOR 








Tudustry-Eugineered fouse 
Highlights Chicago Home Show 


Edward Hines Lumber company introduces modular construc- 
tion to Mr. and Mrs. Chicago. Result—one of the outstanding 
dealer promotional programs featured in the past few years. 


NCE IN A GREAT while, 

from hundreds of promotional 
ideas that are developed within an 
industry, a natural is born. It 
immediately catches the public 
fancy. People discuss it among 
themselves, express their approval, 
and what is more important, are 
moved in large numbers to buy 
merchandise. 

The Edward Hines Lumber com- 
pany, with 24 retail yards in Chi- 
cago, consider the Industry Engi- 
neered Homes program just such 
an idea. Faced with the problem of 
arranging an exhibit at the 1948 
Chicago Home show, the company 
decided to conduct a full-scale pro- 
motional program on the principles 
and economies of the I-E program, 
highlighted by a comprehensive 
visual demonstration of modular 
construction at the show. 

Not only did the Hines exhibit 
steal the show, it literally has 
started the whole town talking 
about modular houses and the sav- 
ings they afford. 

So outstanding were the results 
of this program that it may well 








serve as a pattern for dealers 
everywhere. Above everything else 
the public wants assurance that 
the industry is sincerely trying to 
provide lower cost housing with- 
out sacrificing quality. The Hines 
program has done exactly that. 


Every step of the program was 
carefully planned. The objective 
was to stimulate popular interest 
before the Home show opened on 
May 1, and then give them some- 
thing to open their eyes when they 
came out to see what it was all 
about. 


MODEL CONTEST 


SIX weeks before the opening 
date, the Hines company presented 
model construction kits of the 47-1 
Industry Engineered house to the 
handicraft classes of the Chicago 
Recreational department. 

These were built, decorated, and 
landscaped by teen-age boys work- 
ing in teams of five. Prizes totaling 
$500 in shop equipment were 
offered by the Metropolitan Home 
Builders of Chicago to the teams 
submitting the best models. Con- 


test rules were issued to guide the 
boys in their work, and the com- 
pleted entries made an impressive 
display at the Home Show. The 
contest was the basis of consider- 
able newspaper publicity. 

When the contest was well under 
way, a newspaper advertising cam- 
paign was launched. Seven-column 
and full-page display ads told the 
story of modular construction, its 
purpose, and how it offered sub- 
stantial savings to the home plan- 
ner today. By opening day, news- 
paper readers knew that a new, 
cost-reducing method of home 
construction had been developed by 
the industry and that the Hines 
company was introducing it in 
their display. 


EXHIBIT TELLS MODULAR STORY 


CENTERPIECE of this exhibit 
was a full-scale 47-1 I-E house, 
complete with bath, kitchen, and 
heating facilities. Surrounding it 
were displays of the various types 
of lumber, millwork, hardware, etc., 
used in its construction; also a 
step-by-step explanation of the 





ATTRACTIVE displays demonstrate wide selection of materials coordinated for I-E construction principles. 
Note how term modular is featured. 
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CORNER of the house was left in cross section to give home show visitors clear picture of 
construction details. 


modular system. Sub-assembly 
models were used to illustrate the 
construction details, so as to be 
clear and understandable to the 
layman. 

The Hines exhibit was the fea- 
ture attraction of the show for 
more than 100,000 persons who at- 
tended. 


LIVE PROSPECTS DEVELOPED 


PUBLIC reception was amazing. 
Hines employes, in constant atten- 
dance to answer questions, reported 
that hundreds of people stopped to 
learn how they could get one just 
like the 47-1 model, how much it 
would cost, how long it would take 
to build, and other pertinent in- 
formation that classed them as live 
prospects for a home. Surprising 
enough, the majority already 


owned a lot. 


Most persons said they had been 
holding-back because of what they 
considered exhorbitant costs. Many 
felt that materials were still in 
short supply and of doubtful qual- 
ity. Deeply impressed by what they 
saw, a substantial number were 
anxious to begin definite negotia- 
tions to have an I-E house con- 
structed on their property. 

No obvious attempt to sell was 
made either at the show or in the 
newspaper advertising preceding it. 
In fact, a deliberate effort was 
made to avoid commercialism. All 
signs and. posters were informa- 
tive. No price tags were displayed. 
Product advertising material was 
arranged in neat piles, easily ac- 
cessible, but it was not distributed 
wholesale. 

The purpose of the entire exhibit 
was to supply helpful information 


Modular Methods Cut 
Building Costs 


Cost of the I-E house erected 
at the home show was estimated 
at $10,017 by a panel of prac- 
tical builders. This figure was 
for frame construction, exclusive 
of lot. Cost in brick veneer was 
estimated at $10,617. } 

Reports from various sections 
of the country, where 47-1 !I-E 
houses have been constructed, | 
indicate a considerable cost | 
spread. The same model has 
been built in Texas for $5,450. 

It is quite evident, however, 
that modular construction prac- 
tices have effected substantial 
cost reduction in all areas, as 
compared to methods not incor- 
porating the I-E time and mate- 
rial saving features. 


and offer a valuable service. This 
in itself was a far more powerful 
sales approach than any direct- 
selling methods that could have 
been employed. 


RESULTS ARE NOTEWORTHY 

AN ANALYSIS of the results 
indicates some very tangible bene- 
fits. First of all, a tremendous 
number of people have a more fav- 
orable and friendly opinion of the 
building industry than before the 
program was launched. 

Secondly, the Hines company is 
definitely convinced that the long- 
range benefits will be measured in 
terms of hundreds of materials 
bills. The spark has been struck 
that will draw thousands of people 
to their retail yards in the months 
to come. 

BUILDERS SUPPORT PROGRAM 

THE educational aspect of the 

program provided an excellent way 





EXHIBIT of model houses, left, built by teen-age boys, received careful inspection by home show 
visitors. The Hines company supplied 80 kits to the Chicago Recreational department. Decorated and 
and furnished rooms, right, stimulated the desire to own interest. 
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A STEP-by-step explanation of moduiar 


to introduce I-E construction to the 
builders of the city. The Metropoli- 
tan Home Builders association was 
quick to add its support and co- 
operation to the program, since it 
made no attempt to infringe on 
their business. 

The Hines company is not in the 
construction business. Like the ma- 
jority of building material dealers, 
they have their contractor custom- 
ers to whom they sell materials for 
their jobs. 

One of the objectives of the pro- 
gram, however, was to promote the 
idea of coming to the dealer first 
when planning a home or a remod- 
elling job. This has definite advan- 
tages to the dealer. By developing 
prospects and turning them over 
to contractor-customers, the dealer 
is performing a helpful service. By 
controlling a sale at its origin, the 
dealer is also taking effective steps 
to discourage the trend on the part 
of contractors to order materials 
direct from the manufacturer. 

CURRENT PROBLEMS ANSWERED 

SUMMARIZED by Phil Creden, 
advertising manager of the EKd- 
ward Hines company, under whose 
direction the program was planned 
and organized, the Industry Engi- 
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"A Better Way to Build" in 
Great Demand at Home Show 


An_ interesting yardstick of 
public interest in 1I-E construc- 
tion was gained at the National 
Retail Lumber Dealers’ associa- 
tion booth, in conjunction with 
the Hines exhibit. 


Approximately 1,000 copies of 
“A Better Way to Build” were 
sold to home show visitors dur- 
ing the nine day period. 

Two small counter cards ad- 


vertised the book at $1.00 per 
copy, and sets of detailed plans 
at $5.00. 


During the entire show people 
clustered patiently at the booth, 
many with dollar in hand, wait- 
ing to obtain a copy. 


A large number of plans were 
bought by builders, manual 
training teachers, and _ trades- 
men; in addition to serious 
home planners. 











neered Homes program affords an 
excellent way to meet the problems 
of the day; to strengthen the deal- 
er’s position in his trading area by 
recovering public confidence, and 
to realize an untold volume of busi- 
ness from persons who will other- 
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construction is easily understood by everyone. 


wise refrain from building or re- 
modelling, expecting more favor- 
able times. 

By actually building an 1-E 
house, the Hines company proved 
to their own satisfaction that the 
features employed in its construc- 
tion afford substantial time and 
material savings. It has a wide lati- 
tude of adaptability, according to 
varying family requirements. 

SIMILAR PROGRAMS 

SIMILAR programs could be 
quite profitably developed by deal- 
ers throughout the country, in 2 
variety of ways. In communities 
where no home shows are held, an 
effective display could be arranged 
in a store or yard, using models 
and full-scale cross-sections to il- 
lustrate construction details. Many 
dealers are now supervising the 
construction of I-E houses in their 
trading area, to accomplish the 
same purpose. 

Maximum effectiveness, however, 
depends on newspaper publicity and 
advertising, or other means of 
arousing public interest, so that 
large numbers of prospective home 
owners will come to see and investi- 
gate the advantages of modular 
construction. 


1948, AMERICAN “LUMBERMAN ©& 





com 
new 
the 
as t 
iten 
not 
maj 
thr 
only 
£00 

If 
type 
car} 
For 


can 
mor 
I} 
trac 
iten 
the 
Aus 
thir 
lum 





EFFIC 
to r 
daug 
rear, 
Philli 





re- 
ivor- 


Building 


GOOD WILL 


Widely diversified over-the-counter items are 
natural leaders to substantial building materials 
sales, says lumber dealer in San Antonio, Tex. 


aN GOOD WILL trade 
is the goal of the City Lum- 
ber company, San Antonio, Tex., of 
which Forrest A. Dinn is owner. 

In addition to the conventional 
delivery service and sound cus- 
tomer-employe' relationship, the 
company has added a number of 
new lines specifically to establish 
the name of City Lumber company 
as the merchandiser of hard-to-get 
items. These same items, probably 
not found on display in the 
majority of retail lumber stores 
throughout the country, have not 
only built good will but provided a 
good profit margin. 


If any defense is needed for the 





ranch — supplies.” Nevertheless, 
there are many items on display in 
the store that do not fall within 
that category. 


SPORTING GOODS 


FOR example, the store stocks a 
good supply of sporting goods. 
This includes salt and fresh water 
bait, fishing reels, fly and casting 
baits, lures, shot guns, rifles and 
ammunition. When some of these 
items were at a premium in other 
localities, they were found at City 
Lumber company at a _ nominal 
price. 

Some of the first items that catch 
the visitor’s eye as he enters the 





FORREST A. DiNN, owner of City Lumber 

company, dressed as he appeared in one of 

San Antonio’s big parades during annual 
fiesta week. 


business. A major item is fenc- 
ing—rough lumber, chicken fenc- 
ing, sheep and goat fencing and 
barbed wire. Along with fencing 
goes corrugated iron roofing, re- 
inforcing steel and complete house 
bills. 


The value of direct mail in reach- 
ing the far-flung ranch trade is 
well illustrated by one experience 
outlined by Mr. Dinn. He has cir- 
cularized ranchers and farmers 
within a four-county area on a 
box-holder basis. One of these 
ranchers met another on the high- 
way one day and called his atten- 
tion to the latest direct mail piece 
from City Lumber company, fea- 
turing corrugated iron. The piece 


i-E type of over-the-counter products store, are the saddles, bridles, and wes. al t th old Th 
oved carried by City Lumber company, harness repair parts naturally as- : Pgs ; as st py 
the Forrest Dinn has this to say: sociated with the ranch. The store re “0 ak tle ye pete satan 
truc- “We figure the more people we has a substantial ranch business $2,000 worth of Suicue aul ma 
and can get into our lumber yard, the and these accessory items fit gen- pane building materials : 7 
lati- more lumber we can sell.” erally into the overall merchan- lias ai 
g to In catering to the needs of con- dising oe — ee WALK-IN TRADE 
tractors, lumber is still the No. 1 ee SS ee Sees yet ne SITUATED in an apartment and 
oe om . ; anh as leaders to companion items nat- 
item sold by the company. And : ; small house area, the store caters 
| be the company’s big billboard on the urally associated with the ranch. to the small residential trade which 
deal- Austin highway advertises “every- Building materials for ranch might otherwise go downtown to 
in 2 thing for the home and ranch — construction and upkeep are an im- satisfy its needs, as well as the 
‘- lumber, paints, hardware and portant element in the company’s sizeable contractor. For that rea- 
1, an 
nged 
odels STRATEGICALLY located on a heavily traveled street, City Lumber 
- & company has the additional advantage of a bus stop at the front 
Rouse entrance of the store. 
the 
their 
the 
ever, 
y and 
S of 
that EFFICIENT Personnel help make a smooth-working organization. Left 
to right: first row, Robert Thorp, sales and collections; Flo Dinn, 
home daughter of the owner, cashier, and Richard Young, sales manager; 
vestl- rear, Gus Jaroszewski, accounting; Claude Johnson, sales; J. D. 


dular 


Phillips, office manager, and Charles Everling, manager, hardware 








and paint department. 
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Building 
Good 


son the display islands carry many 
items of interest to the household- 
er. These include electrical sup- 


plies — toasters, light sockets, 
fuse plugs, irons, switches, house- 
hold repair wire; general plumbing 
parts — nipples, brass and galva- 
nized couplings, etc.; gardening 
and carpentry tools —shovels, 
rakes, walking sprinklers, tree 
pruners, weeders and cultivators. 


DISPLAY OF CARPENTRY TOOLS 
AN ATTRACTIVE display of 





carpentry tools is called to the con- 
sumer’s attention by an electric 
light that flashes on and off. The 
exhibit includes levels, framing 
squares, hammers, hatchets, saws 
and hand planers, screw drivers, 
and pliers. 

One corner of the salesroom is 
devoted to a kitchen display. These 
cabinets are sold unpainted and 
knocked down; this one is as- 
sembled and painted. In the rear 
of the assembled cabinet are built- 
in ironing boards and medicine cab- 


BILLBOARD advertising is emphasized by City Lum- 
ber company. The big billboard is located on the 
Austin highway about five miles outside San An- 
tonio. Copy is changed every six months. Smaller 
sign, left, which is adjacent to the store, faces the 


street. 


inets; in front are unpainted cabi- 
nets. A neat off-the-floor display of 
gardening tools is nearby. 

Two items have recently been 
handled with more than ordinary 
success by City Lumber company; 
these are plastic garden hose and 
chrome trim. Plastic hose carries 
a five-year warranty and_ has 
proven itself from a sales stand- 
point. The silent salesman chrome 
trim display is sold as a companion 
item to wallboards and as cove or 
counter edging. Samples: of the 


OVER-THE-COUNTER items for the walk-in trade, left, are allowed adequate display space. Kitchen 
cabinet display, right, with built-in ironing boards and medicine cabinets in the rear, attract attention. 
Note neat display of garden tools in the background. 
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SADDLES and bridles, along with paint and hardware, left, are more than attention-getters. These, 
items help pull a good ranch trade. As a member of the sheriff’s mounted posse, a pleasure riding . ee 


club, Mr. Dinn has a stable of seven Palimenos. 


trim, clearly priced and marked, 
are attached to the display by a 
chain. Within the past year City 
Lumber company has sold several 
hundred feet of chrome trim; in- 
ventory of this item has been re- 
placed three times. 

The company handles a limited 
amount of air conditioning equip- 
ment, including commercial fans 
mainly. It has deliberately avoided 
a complete line of this equipment, 


FLEET of trucks, above, including one 

27-foot tractor trailer, advertise City 

Lumber company’s name while pre- 

senting a smart appearance before 
the public. 


FENCING of various types, right, is an 
important item with the ranch trade. 
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realizing that such equipment re- 
quires repairs. Installation and re- 
pair of this type of equipment is 
handled by outside mechanics. 


ADVERTISING 


CLASSIFIED advertising in the 
San Antonion Light and Express 
are used by the company in addi- 
tion to direct mail. Billboard ad- 
vertising is used both on the com- 
pany’s own property and outside. 



















He has taught this one, right, to do a few tricks. 


Copy for the highway sign is 
changed every six months. Proof 
that this sign has more than insti- 
tutional value is indicated by farm- 
ers who have come into the store 
and reported seeing the sign on the 
highway along which thousands of 
cars pass daily. 

To handle the heavy delivery 
schedule which sometimes extends 
to 125 miles the City Lumber com- 
pany keeps a fleet of six trucks 
busy, including a 414 ton bedstake 
tractor trailer. As can be noted 
in the picture, these trucks are 
kept fresh-painted and neatly »la- 
beled. 

As a part of its overall adver- 
tising job and as a_ protective 
measure as well, the store 
and yard are kept flood-lighted 
all night. Since the store is on a 
heavily traveled suburban street, 
with a bus stop just in front of 
the main store entrance, this policy 
has an additional advertising ad- 
vantage. 
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THOMAS L. RUFFIN, president, has a desk of 
mahogany plywood. The wall to the rear is 
of hardwood plywood, with solid walnut 
strips. All desks and other office fixtures 
were designed and built in the mill; most 





were reworked from old equipment. 





OFFICE of Craige Ruffin, vice-president, has 
oak parquet floor. Desk, walls, and cabi- 
nets are comb-grain oak Weldwood. 





BIRCH is predominate in the office of W. A. 

Williams, Jr., vice-president. The desk and 

three walls are finished in this species. A 

wall of Weldtex squares, finished in a white 

tone to blend with the natural birch, com- 
pletes the decoration. 
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Wodenrutstte Siyliung 


of Store and Office 
Lend New Look 


to Virginia Dealer’s Layout 


Modernization program features 
effective display and application 
of everyday building materials. 


UFFIN & PAYNE, Inc., Rich- 
mond, Va.; celebrating its 
56th year, recently completed an 
extensive modernization program. 
In addition to providing the in- 
creased office and sales space de- 
manded by current conditions, a 
new administrative building is de- 
signed to give dramatic display to 
a wide variety of materials. 

The building is constructed al- 
most entirely of the materials and 
products merchandised by the com- 
pany. Many were fashioned in the 
company’s mill. By ingenious ar- 
rangement and _ treatment, the 
building itself is a display of ply- 


woods and modern wood finishes. 
It demonstrates the use of plastic 
finished wall panels, precision-built 
hardware, and color engineering. 

To show the wide range of uses 
of plywood, the company mill re- 
modelled the old conventional of- 
fice furniture into ultramodern 
fixtures that conform with the gen- 
eral design. 


UNIQUE CONSTRUCTION PROBLEM 


THE new building is situated on 
a side hill, with the top floor at 
street level. On this floor are lo- 
cated the executive, accounting, 
and sales offices. Beneath are the 


MAXIMUM space utilization is achieved by specially designed swing-rack displays, below, 
on inside of checkerboard panels. 
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EXTERIOR elevation, above, shows 

pleasing modernistic design, with 

checkerboard window and panel dis- 
plays as focal point. 


ishes. 
ood A COMPLETE kitchen bay, right, illus- 
j trates @ wide variety of material treat- 
ment, products, and color combina- 
tions, carefully blended into one har- 


monious display. 


EACH executive office, also the gen- 
eral office, below, illustrate a different 
e gen- type of wood panelling. These mate- 
rials were fashioned in the company’s 
mill. 








EM 


ted on 
yor at 
re lo- 
nting, 
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drafting and shipping departments 
and an employe’s lunch room. The 
lowest level is devoted to storage 
and warehouse space. 


Not only do the checkerboard 

ali windows carry out the modern style 

of the building design, but they 

also provide interesting display 

panels. Examples of outside fin- 

ishes, roofing, etc., are éffectively 
displayed. 


ADVERTISING PROGRAM 


USING full-page advertisements 
in the Richmond newspapers, the 
company announced an open house 
upon completion of the new build- 
ing. Over 2,000 people came to see 
and admire the new facilities. 

When co-founder Thomas C. 
Rutlin died in 1928, his sons Thom- 
as L.. Ruffin and Craige Ruffin be- 
came president and vice-president, 
respectively. W. A. Williams Jr., 
IS vice-president in charge of mill 
operations. S. P. Collier, oldest of- 
ficial in point of service, who joined 
the company in 1905, is secretary. 
Ralph M. Wilkinson is sales man- 
ager, 
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By Maintaining Their Enthusiasm 


By tactful handling of his men, the dealer can encourage posi- 
tive personal qualities leading to increased sales and a more 





David R. Osborne, the author 
of this article, has been training 
director of Studebaker Corp. for 
over 20 years. He was an early 
president of the National Soci- 
ety of Sales Training Executives 
and is the author of two books 
on the development of sales 
leadership. 











N A RECENT issue of the 

American Magazine, Benja- 
min Fairless, president of the 
United States Steel corporation, 
said: 

“No man can be truly successful 
unless his job arouses his enthu- 
siasm.” 

Might he not have added that 
no executive can be truly successful 
unless he arouses the enthusiasm 
of his men for their jobs? 

When you buy an automobile, 
you get with it an owner’s manual. 
This booklet tells you how to get 
the most out of your investment ir 
personal transportation; it tells 
you how to keep your car running 
smoothly; it tells you how and 
when to lubricate it; how and when 
to make adjustments; how to pre- 
vent blowouts and what to do in 
case you do have a blowout. 

But no sales manager ever gets 
an instruction book to go along 
with a new salesman. And, of 
course, he never will, because sales- 
men are not machines. They are 
highly individualized human _ be- 
ings—not robots. 

But how about their lubrica- 
tion? How about keeping salesmen 
running smoothly? How about 
minimizingythe damage from fric- 
tion? Howy,do you keep sand out 
of gears? How about preventing 
breakdowns:*and » blowouts — or 
blow-ups?.-” 

Let’s be specific. How does this 
need apply to your sales organiza- 
tion? Suppose we take it for 
granted that you have the selection 
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efficient sales organization. 


By DAVID R. OSBORNE 


David R. Osborne 


skill needed to hold down the per- 
centage of duds and multiply the 
percentage of block-busters — and 
maybe get a few atom bombs 
among your sales personnel. Let’s 
take for granted the importance 
of having a compensation plan that 
will attract, encourage, hold onto— 
and: motivate—salesmen. We will 
assume that you are also pretty 
well set for the training of your 
salesmen. Incidentally, isn’t sound 
training actually a part of com- 
pensation? Isn’t it a right of the 
salesmen, as well as a major re- 
sponsibility of management? 

Competence in all three — selec- 
tion, compensation, training — are, 
obviously, prerequisites to success 
in sales management. 

Yet, in spite of good selection 
methods—in spite of attractive 
compensation plans—in spite of 
good and thorough training—sales- 
men do often fail— or quit. They 
do fall short of their best work. 

All of us know salesmen who are 
good, but who are still problems. 
All of us know staff Bolsheviks 


who are, potentially at least, the 
best sales-makers of the lot. Their 
only trouble is something wrong 
with their attitude. They are low 
on enthusiasm for their jobs. It is 
all too easy to place the responsi- 
bility for an enthusiastic attitude 
entirely on the salesman himself 
when sales management should 
share it. 


NEED ZEST FOR ACTION 


OF COURSE, exercising some 
control over salesmen’s attitudes 
toward their jobs requires skill in 
motivation; motivation is generally 
thought of as the most important 
element in morale. (Morale is de- 
fined in the Psychology of Military 
Leadership as “zest for action to- 
ward a goal.’’) 

The enthusiasm of salesmen is 
a more important competitive fac- 
tor than almost anything else in 
the selling process. In fact, it is 
even more important that human 
relations with salesmen be ex- 
pertly handled by the men directly 
responsible for getting optimum 
results from them — on the job. 

If the sales machine is to func- 
tion smoothly in all territories, it 
is necessary that every man with 
supervisory responsibilities, par- 
ticularly the more promotable ones, 
be trained in at least the funda- 
mentals of human relations with 
people being supervised. 

Arousing enthusiasm for the job 
is an individual matter. So far as 
I know, there is no such thing 
as an overall incentive problem. 
But there is no such thing as the 
incentive problem of the individual 
salesman. So, while we are dis- 
secting motivation, keep in mind 
some one salesman in your own 0!- 
ganization. Pick out a man with 
good possibilities, but whose state 
of mind is, you believe, keeping 
him from doing the best work of 
which he is capable. 

Now, of course, we can’t do very 
much about that salesman’s moti 
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vation and its effect upon his en- 
thusiasm and morale until we 
know what you want to motivate 
for. It’s not enough just to tell 
Willy we want him to be a good 
boy. We must, somehow, get across 
to Willy why and in what way we 
want him to be good—and how 
and to what extent it is to his 
interest to be good. 

So in business, if we want to 
inspire “zest for action toward a 
goal,” we don’t get very far until 
we know—and each salesman 
knows — what action and what 
goal. 

STABILITY 

IT WILL help establish a pattern 
for reaching your sales personnel 
goal if you first look into some of 
the things you hoped you were 
getting when you were hiring that 
problem salesman. One thing you 
wanted when you hired him was as 
much stability as possible. Has he 
turned out to be stable and de- 
pendable? 

Are you sure, for example, that 
he is going to turn up for work 
next Monday morning? Does he 
do what you plan for him to do, 
whether normally or under pres- 
sure? Does he do it, regardless of 
the presence or absence of a super- 
visor? Was he formerly stable and 
dependable; but, like a Methodist 
sinner, has he back-slid? 

If instability is one of his 
troubles, what sort of motivating 
does he need to arouse his enthu- 
siasm for being dependable? 

The first step in your solution is 
to find some way to make that 
salesman feel the need to do the 
job like you want it done. Your 
feeling the need for him to be more 
dependable is not sufficient. Is he 
letting his family down by not do- 
ing his best work? If so, can you 
appeal in some way to his self re- 
spect or his affection for his fam- 
ily? How can he change his work- 
ing habits along lines that will 
build up his feeling of security in 
relation to his family? What about 
his pride? Does he like to be top 
man? Does he like praise? . How 
does he react to recognition? 


INDUSTRY 


ANOTHER quality you expected 
when you hired that salesman was 
industry. You wanted a man who 
wouldn’t have to be prodded con- 
stantly. If the salesman you are 
thinking about is not doing enough 
work to come reasonably close to 
his possibilities, what sort of tun- 
ing up of his attitude toward his 
job will help? 

Is laziness the real root of the 
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problem? What is his feeling about 
the fairness of company policies? 
How about his health? How about 
his ambition? It may be dormant, 
but you know he wants to be a big 
shot in his own esteem. What 
motivating can you do that will 
make him do something about it? 
Maybe you can stir up a little 
rivalry between him and other 
salesmen — a spirit of competition. 
Beating the tar out of somebody 
else may well be worth a lot more 
than money to him. Of course, 
that’s the big idea behind sales 
contests (or is that particular 
salesman allergic to contests?) 


Still another quality you expected 
when you hired that salesman was 
a spirit of cooperation. You want 
salesmen who can, and will, get 
along with other people — inside 
and outside your business organi- 
zation. Naturally, this doesn’t 
mean that a guy has to like every- 
body he comes in contact with. But 
from a business standpoint, it’s a 
good idea for him to act as if 
he did! 

We should take it for granted 
that cooperation and teamwork are 
two-way streets. All of us— 
whether executives or front-line 
workers — feel some degree of re- 
sentment, for example, at indif- 
ference. We want to be respected, 
particularly by the boss. We want 
to be treated as equals and we 
will go to almost any lengths to 
cooperate with an employer who 
makes us feel that he does respect 
us as individuals. 


On the other hand, if we see or 
think we see either injustice or 
indifference in our supervisors, or 
in management policies, we blow 
up inside, if not outside. 

Most of us have seen executives 
who, we know, are full to the brim 
with fairness and sympathy, but 
who think it would be beneath their 
dignity to show it. But isn’t an 
understanding attitude and giving 
evidence of recognition of merit in 
others the very essence of dignity 
—in the selling end of the busi- 
ness, at least? 

Naturally, making a point of 
giving due credit doesn’t mean be- 
ing overly soft or easy. Some sales- 
men need sales managers who will 
force them to make good. As one 
sales manager puts it, they need 
“firm, constant, sympathetic pres- 
sure.” 

LOYALTY 


ANOTHER important quality 
where the respect and fairness of 


the boss can do a lot, and that 
financial] motivation doesn’t even 


touch, is loyalty. Money alune js 
not enough to make that problem 
salesman of yours ready to go to 
bat for you, for the product he 
sells and for his customers. Money 
won’t keep him from panning the 
boss or knocking the line when he 
and other salesmen get together to 
drain off their grievances into one 
another’s ears. (The truly loyal 
salesman tells his grievances ty 
the boss, but to nobody else.) 

Money compensation won’t keep 
a salesman from stealing the credit 
of other employes; it won’t keep 
him from that poisonous form of 
disloyalty that we call “playing 
company politics.” Disloyalty is 
largely selfishness. 


MATURITY 

MORE and more sales managers 
have come to believe that the most 
important quality to look for in 
hiring a salesman and to maintain 
after he is hired is the quality of 
maturity. This, of course, includes 
a lot of the others, for it is simply 
the quality of acting grown up. 
Though hard to remedy — whether 
by financial or non-financial moti- 
vation — the traits that make for 
immaturity in a grown man are 
not difficult to detect. They are the 
same traits that are considered 
quite normal in a child. 


It is perfectly natural for a child 
to be selfish. Most young children 
won’t do anything unpleasant, un- 
less somebody insists. If that ap- 
plies to that salesman you have in 
mind, it might be a good idea to 
give special consideration to the 
possibilities of the assignment of 
more responsibility in such a way 
as to motivate him out of the habit 
of dodging the unpleasant parts of 
his job. 

All of us have felt the lift of 
having the boss assign us the re- 
sponsibility for getting a more-or- 
less tough job done. It wasn’t just 
something that benefited the com- 
pany or the boss. Our own pride 
and self respect were boosted, par- 
ticularly if the boss acted as if 
he were giving us just a little 
bigger bite than he really thought 
we could chew. (We'll show him!) 

Isn’t it a good idea for a sales 
manager to spend a good part of 
his time working out ideas to get 
every salesman to feel that every 
part of his job is “his baby”” 
Isn’t that one way to get these uii- 
pleasant chores done voluntarily ° 

Still another familiar mark «f 
immaturity is the kind of insta- 
bility we have already mentioned. 
The average child has no perse- 

(Continued on Page 64) 
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ventilation results in dry, healthy barn. 


3. COMBINATION of proper insulation and 

















VWodern, Vusalated Barn 


Requires Proper Ventilation 











Proper Combination of Insulation and Ventilation Will 
Result in Warm, Healthy Barns without Condensation. 


O KEEP HIS farmer custom- 
ers looking to him for sound 
building ideas and hence opening 
the way for more sales; the modern 
buildings products merchant should 
understand the changes present 
day tight-wall barn construction 
have made in barn ventilation prob- 
lems. No longer are the old roof- 
top decorative ventilators adequate. 
Too often the hay chute and stair- 
well have been relied upon as the 
only means of moisture escape. 
The cracks and air leaks in old 
style single sheathed construction 
did the job the roof ventilator was 
given credit for. 

Modern tight-wall construction 
in barns, designed to increase cow 
comfort and health, and hence pro- 
duction, has eliminated the cracks 
and leaks that made for apparently 
satisfactory ventilation. Many deal- 
ers have sold their farmer friends 
an up to date barn with an old 
style roof ventilator. When cold 
weather has forced the closing of 
windows and doors, the farmer 
friend has beat a path to the deal- 
ers’ door with a story of moisture 
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laden ceilings and walls in his oth- 
erwise satisfactory barn. By un- 
derstanding the basic principles of 
modern barn ventilation the dealer 
can eliminate this customer com- 
plaint before it arises. 

The primary job of a ventilation 
system is to remove excess mois- 
ture laden air and replace it with 
fresh air. A satisfactory system 
must do this without creating 
drafts or causing appreciable 
changes in the inside barn temper- 
ature. It should insure good dis- 
tribution of the fresh air through- 
out the barn. 


DUAL PROBLEM 


A FACT that is often overlooked 
in barn design and ventilation is 
the close relationship between ven- 
tilation and barn insulation. Barns 
are seldom artificially heated. Ani- 
mal heat is the only means of 
warming the fresh air that is in- 
troduced into the barn. The cows 
housed in a given barn can provide 
enough heat for their health and 
for ventilation purposes only if 
building heat losses are kept within 





reasonable limits by using suffi- 
cient insulation. 

A 1,000-pound cow produces ap- 
proximately 3,000 BTU’s of heat 
per hour. This heat production is 
fairly constant regardless of tem- 
perature or humidity. Part of this 
heat is in the form of direct radia- 
tion. The rest is in latent form 
in water evaporated from the body. 
The direct, or sensible, heat must 
be retained to heat the barn, while 
it becomes necessary to eject the 
latent heat contained in the mois- 
ture output of the cow, through 
ventilation. This dual problem con- 
fronts the dealer who wants to sell 
his farmer customer a satisfactory 
barn from the standpoint of 
warmth and ventilation. 


CONSERVE HEAT 


THERE is no widespread agree- 
ment among dairy experts on what 
constitutes the ideal temperature 
in a barn. But there is much prac- 
tical evidence to show that 50 <e- 
grees is generally satisfactory in 
colder climates. This temperature 


_results in relative comfort*and 00d 
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HUSKY, RUGGED APPEARANCE of Barrett Dublecote Multi-Shingles} is 
due to extra layer of asphalt and extra coat of mineral granules at the 
butts. The mineral surfacing makes possible a wide choice of beautiful 
blends and solid colors. 
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DOUBLE-THICK BUTT construction provides extra strength at the point 
of greatest wear. Vital waterproofing oils are sealed in by the asphalt 
coating and mineral-surfacing. Result: exceptional weather resistance 
and years more service. 





THE BARRETT DIVISION 


ALLIED CHEMICAL & DYE CORPORATION 


BACKED BY NATIONAL ADVERTISING and by Barrett’s 94-year reputa- 
tion for quality, Barrett* Shingles are among the fastest-selling items 
; in the home construction field today. Hard-hitting sales promotion 
material is available for Barrett dealers. 
« 


40 Rector Street, New York 6, N. Y. 
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Philadelphia 46, Pa. Chicago, III. 
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* Reg. U. S. Pat. Off. 
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health for both stock and the 
farmer. In the typical dairy barn 
without forced ventilation, the 
cooler temperature plays an impor- 
tant part in maintaining constant, 
drier air. The cooler the air sur- 
rounding the cow, the more sensible, 
or dry heat is produced, and less lat- 
ent, moisture producing heat. This 
decreases the water load in the air 
and makes available more heat for 
ventilation and warming the barn. 

To satisfy its purpose in mois- 
ture removal, the rate or amount 
of ventilation for any particular 
barn depends on the number of 
animals, their size, the difference 
between inside and outside tem- 
peratures, and the humidity of the 
incoming air. Since cold air in- 
creases its capacity to hold water 
many times as it becomes warm, it 
becomes possible to cut down the 
amount of ventilation as outside 
temperatures drop. This makes it 
possible to conserve more and more 
of the direct, or sensible, heat, in 
cold weather. 

TWO SYSTEMS 

AIR removal from the dairy 
stable may be either by means of 
chimney-like flues extending up to 
the roof ventilators or by venti- 
lator type exhaust fans mounted in 
the sidewall or ceiling. The flue or 
gravity system of ventilation is 
quite sensitive to changes of tem- 
perature, wind velocity and direc- 
tion, relative humidity and its de- 
sign is dependent on the height and 
layout of the barn. 

There is a growing appreciation 
of the advantages of the fully auto- 
matic ventilation system making 
use of electric fans and thermo- 
static controls. Automatic, fan 
type ventilation is especially im- 
portant in the one story barn, 
where there is not enough height 
for a satisfactory gravity flue sys- 
tem. The electric fans should be 
mounted on the ceiling or side walls 
near the ceiling, preferably on the 
leeward side of the barn. If it is 
necessary to use but one fan to ob- 
tain satisfactory ventilation, this 
fan should have a two-speed motor 
for better control. 

In severe climates or where barn 
insulation is not sufficient, it may 
be necessary to conserve heat by 
locating the fan near the floor, or 
by running a duct from the ceiling 
fan to a point near the floor. 


FRESH AIR NEEDED 
PROVISION must be made for 
admitting air to the stable. Win- 
dows used as intakes are a make- 
shift. Operation is affected by 
wind changes, drafts are likely, 
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frost or condensation deposits on 
the glass result in water run-off, 
and rot and rust of the window 
structure. Intake openings through 
the wall and admitting the air at 
or through the ceiling are recom- 
mended. To insure good distribu- 
tion one 60 square inch opening is 
usually allotted for every 34% cows 
of barn capacity. No intake should 
be closer than six feet horizontally 
from an outtake fan or flue. Avoid 
dead-air pocket corners by placing 
an intake near each corner. In- 
takes should be of trapped con- 
struction to prevent direct escape 
of warm stable air through reverse 
flow. This is accomplished by keep- 
ing the inside opening at least one 
foot above the level of the outside 
opening. 
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It is apparent that enough air 
exchange to insure moisture re- 
moval from dairy barns during 
cold weather may result in a cold 
barn unless heat is conserved 
through insulation. Some degree of 
insulation is therefore necessary in 
order to leave enough heat in the 
barn for ventilation and to insure 
that the walls and ceiling will re- 
main at a temperature above the 
dew-point, at which condensation 
occurs. 

The relationship between the 
number of animals housed and the 
wall and ceiling radiation is shown 
in Fig. 1. From this one can get 
a fair approximation of the insula- 
tion needed, knowing the dimen- 
sions of the stable and its cow 
capacity. The construction sec- 
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Every Step iA Handled by Kuox 


In the development of your KNOX HOME efficiencies of construction 
are handled by KNOX from TREE to KEY. Into the very forests go KNOX 
loggers, to bring out prime timber for these Homes. KNOX-selected logs 
go through the KNOX sawmills, then to the company’s lumber mills for 
final dressing and processing into properly sized lumber. 


There, the huge KNOX HOME building plant takes over. The prepared 
pieces are assembled into FACTORY-ENGINEERED and _ factory-built 
homes within the modern plant of the KNOX CORPORATION in Thom- 
son, Georgia. KNOX designed steel jig assembly lines cut to exact dimen- 
sions, for assembly on steel-framed jig-tables, floor, wall, ceiling, and roof 
panels assuring that every piece fits perfectly. 


Exterior walls are covered with heavy plywood on the outside and Upson 
board on the inside, with both insulation and building paper between. 


Interior walls are faced on each side with Upson board. The plywood 
and wall board are both glued and stapled to the panel frames providing 
a strong “Stressed skin” construction. 


Window frames, sash, door frames, and louvres, are installed at the 
KNOX plant. The doors are hung at the site on already-mounted hinges. 


KNOX has spared neither time, effort nor expense in creating these fine 
livable homes. 


For that reason, each KNOX HOME was carefully and skillfully designed 
by Chapman and Evans of New York — an architectural firm of national 
Prominence for small home designs. 
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tions in Fig. 2 serve as a guide to 
typical insulation values. 


WALL CONSTRUCTION 

IT IS impossible to specify insu- 
lation values according to tempera- 
ture zones because of locality varia- 
tion. In general, however, barn 
construction to withstand tempera- 
tures of 20 degrees below zero for 
extended periods would require 
stable walls of the equivalent in- 
sulation value of a wall having 
25/32 inch insulation sheathing 
outside the studs covered with as- 
bestos or asphalt siding materials, 
—25/32 inch insulation sheathing 
material against the inside of the 
studs followed by a continuous 
vapor seal and an inside surface of 
cement asbestos board. Such a wall 
would have a temperature resist- 
ance value of approximately 6.77. 

The ceiling should be comparable 
to one having a half-inch insula- 
tion board, an unbroken vapor seal 
and at least one inch of blanket 
type insulation sheets. This would 
give the ceiling a temperature 
flow resistance value of at least 
eight. For milder climates where 
the temperature differential be- 
tween the stable and the outdoors 
seldom exceeds 50 degrees, side 
wall insulation values comparable 
to the use of two 13/16 inch boards 
with building paper between should 
prove satisfactory. 

Unless hay or straw continually 


cover the ceiling to a depth of at 
least a foot, an insulation equiva- 
lent of at least 1% inches of 
blanket or structural insulation 
board is recommended. To those 
favoring masonry wall construc- 
tion, it is well to recommend the 
use of mineral wool or vermiculite 
fill in all of the core holes or the 
addition of a half-inch of struc- 
tural insulation board against the 
side walls. This will materially re- 
duce or eliminate the tendency to 
condensation. Comparisons show 
that a half inch of structural in- 
sulation board gives better resist- 
ance to heat flow than eight inches 
of masonry wall construction. For 
greatest effect place the insulation 
on the inside wall surface. 


In areas where maximum allow- 
able temperature differences be- 
tween stable and outdoors do not 
exceed 30 to 40 degrees, construc- 
tion comparable in insulation value 
to the use of cinder block walls 
with insulation filled cores and the 
employment of 1-inch insulation 
board ceiling will be satisfactory. 


OTHER AIDS 


AIR stops should be placed be- 
tween joist ends at the wall plate 
level. This is particularly impor- 
tant in the case of a mow floor also 
sealed under the joists, since air 
moving in laterally from the out- 
side may chill the ceiling space 


and nullify the insulating effect of 
the mow material above. Such air 
stops are usually in the form of 
board headers. They also serve as 
a very effective firestop. 


Since there is a considerable heat 
loss through windows, it is well 
to limit their number to provide in 
the neighborhood of one square foot 
of window area for every 18 to 20 
square feet of floor area in the 
barn. Heat losses can materially be 
reduced by the use of storm sash, 
particularly on the north and west 
walls. Because they also cut down 
air exchange, the addition of storm 
sash gives almost three times the 
heat loss resistance of a single 
sash. Additional heat economy can 
be secured through the use of 
glass block wall construction in 
place of orthodox windows. 


A modern dairy barn requires 
careful planning. Its arrangement 
must provide the utmost in labor 
economy. The construction should 
insure low maintenance costs; an 
effective ventilation system must 
be included, and a sufficient degree 
of insulation has to be provided to 
keep the barn reasonably warm 
under the most severe temperature 
and humidity conditions. The build- 
ing products dealer is in the best 
position to foster better barn con- 
struction. In so doing he can build 
up a fine farmer-dealer relationship 
and increases his own sales. 


2. TYPICAL wall sections which give a variety of insulating values. 
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DEALER IS KEY IN PUBLIC RELATIONS --NORTHUP 


Association provides ammunition to fight detractors 


and educate public to industry's accomplishments 


YOUR NATIONAL ASSOCIATION has been an alert watch-dog on 
the legislative front, protecting your interests whenever and wherever it 
was necessary. The national offices of allied building industry associations 
have done what they could to help combat destructive legislation. 


Now you, the dealer, are at the bat. 


It is your turn to knock the ball 


over the left field fence. You can still win the game if you can bring in 


the winning run. 

The equipment necessary has 
been provided you. Facts and fig- 
ures, ad copy, envelope stuffers and 
ready-made speeches have _ been 
sent you periodically through your 
State Secretary. Even a program 
for building better low-cost homes 
has been provided. All that needs 
to be done is to tell the people in 
your community what your indus- 
try has done and is doing. 

The problem of public relations 
in any field is to find a way to sub- 
stitute knowledge for ignorance. 

GREED PROBLEM 

Every problem in the building 
industry field is rooted in ignorance 
or lack of knowledge, and this in- 





cludes greed, inefficiency, indeci- 
sion, lack, laziness, suspicion, spe- 
cial interests, and disagreements. 

To be believed, you must demon- 
strate the effectiveness of your 
knowledge. In the building indus- 
try, the construction of homes 
demonstrates the effectiveness of 
our knowledge as an industry. 

The T-E-W Bill is coming up 
again. Dedoubled effort on the 
part of the industry can defeat it, 
but defeat it or not, the public 
housers, the do-gooders, the com- 
munists, the socialists, the outers, 
and the chronic complainers will 
continue to undermine private en- 
terprise and our government, and 





H. R. NORTHUP, left, Secretary-Manager of the National Retall Lumber Dealers association, 

accepts Award of Merit plaque from David Bruce, assistant secretary of the Department of 

Commerce. Award was made to NRLDA for public service in developing and promoting the 
Industry-Engineered Home program. 
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the focal point of their attack will 
continue to be the building in- 
dustry. 

5,000 HOMES 

There would be no T-E-W Bill if 
5,000 model Industry Engineered 
Homes were being built. The cries 
of those pointing out the faults of 
this program become lost in the 
face. of actual construction being 
done by men like W. B. English or 
the Edward Hines Lumber com- 
pany. 

Never has an industry been more 
plagued by false accusations and 
unfounded propaganda than the 
building industry. Public housers, 
fighting for their dream of a so- 
cialized building industry, have 
constantly and consistently told 
their story to the people of Amer- 
ica in an effort to achieve passage 
of the Taft-Ellender-Wagner Hous- 
ing Bill. 

Over the airways, in the news- 
papers, at meetings and conven- 
tions of civic groups, they have re- 
peated their accusations that the 
building industry is archaic, out- 
moded, inefficient, unable to pro- 
duce the homes needed by Amer- 
icans today, and that the govern- 
ment must do the job. 


SUBMARINED 


Perhaps we have been too busy 
running our businesses above the 
ground to realize that we have been 
submarined and undermined below 
the ground. During 1947 we broke 
home-building records and achieved 
a higher rate of production than 
has ever been reached by this in- 
dustry, but few people know about 
it unless we tell them. During the 
first quarter of 1948 we exceeded 
by 16 percent the housing starts of 
the first quarter of 1947, actually 
putting under construction 164,000 
permanent non-farm homes. We 
are doing our best to sustain the 
high rate of production reached in 
the latter half of 1947, but one 
eviction notice makes bigger head- 
lines and one slum dwelling pic- 
ture makes a greater impression. 
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Supervision of 


Package Construction 





By GUS MEISSNER 
Technical Consultant 


AL&BPM Consultant Gives Hints That Insure 
Quality and Long Service for All Roofing Jobs. 


Good Kool Couctruction 


INSURES CUSTOMER 


NY INFLUENCE that a dealer 

can bring to bear to insure 

good construction practices, and 

the proper application of the ma- 

terials he sells, makes for higher 

quality housing and more satisfied 
customers in his trading area. 

Previous articles in this series 
have covered good methods for 
wall framing and the sub-structure 
of a house. Carrying the discus- 
sion further, in the logical order 
of construction, there are many 
points pertaining to roof fabrica- 
tion and covering that may well 
add years of satisfactory service 
to this assembly. 

Experience has proved that 16 
inch ee spacing of joists and raft- 
ers is desirable in structures where 
the attic is to be finished. Not only 
is the strength factor greater, but 
the 16 inch spacing facilitates the 
application of sheet products for 
interior surface lining. 

Collar beams should provide a 6 
foot 6 inch headroom from finished 
floor. They should, of course, be 
set level and to a line, so that ceil- 
ings can be installed without 
changing them. All rafters and 
collar beams should be placed 
“crown up.” 

When laying asphalt or asbestos 
shingles, the starting course should 
be laid out from end to end. This 
avoids a narrow.strip at the eave. 
If necessary, the “closure” should 
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be worked to occur in the center. 
To avoid the chance of being torn- 
off by high wind, end pieces should 
never be less than half a shingle 
in width. 

Courses should be’ uniformly 
spaced, and they should meet at the 
ridge. A good practice is to make 
a chalk line alignment every second 
course. 

Where an open cornice is speci- 
fied and beaded ceiling is used for 
the exposed overhang, short roofing 
nails must be used so not to pro- 
trude. Manufacturer’s nailing in- 
structions for installation of their 
roofing should be followed. 

The use of step-on boards in hot 
weather to guard against foot 
marks, and a tarpaulin or other 
protection to avoid mortar stains, 
if chimney is built after roof is 
laid, are precautionary tips that 
insure a better looking job. 

When roof boards are nailed on 
rafters, two nails per support are 
used on’ four inch and six inch 
boards; three nails on eight inch; 
and four on ten inch. If roof boards 
or shingle lath are spaced apart, 
test the breaks to be sure the 
nailing support is in the right 
place. 


HINTS FOR EXISTING STRUCTURE 


IN MAKING an estimate for a 
reroofing job, it is always a good 
policy to make a careful examina- 


May 





SATISFACTION 


tion of the existing roof, and the 
construction details that will have 
a direct bearing on a satisfactory 
recovering project. 

If rafters have sagged, and this 
sometimes occurs at the center, an 
inexpensive strut brace will bring 
the roof back to level. 

Flashings should be examined. 
In most cases they will need re- 
placing. Costs should be figured 
and included in the total estimate. 

If wood eave strips are to be 
installed, they should be given a 
prime coat of paint before the 
roofing is laid. 

In “servicing” the roof, recom- 
mend that all broken or missing 
shingles be replaced, and if the old 
roof is of wood shingles, that bevel 
wood stripping be applied. The 
stripping performs two functions. 
It evens up the roof surface, and 
it provides a secure nailing surface 
for the new shingles. 

Bevel stripping can be most eco- 
nomically produced by the dealer. 
The ideal is a 1x3 inch No. 2, 3, or 
4, ripped diagonally. All shorts can 
be used. 

Special care should be taken to 
protect the owner’s property. Drop- 
cloths to catch debris, and protect 
shrubs, trees, and flowers, are 
good insurance against customer 
complaints. A thorough clean-up 
when the job is completed is also 
essential. 
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A Big Fir on the White River Carriage 































Good logs are the first essential 
in producing good quality lum- 
ber—and White River has ‘em 
—giant Douglas Firs and top 
quality upland Hemlocks—from 
the vast White River timber 
stands. 


With its forest lands estab- 
lished as a vast tree farm, 
White River expects to have a 
continuous supply of quality 
saw-logs to maintain produc- 
tion at about its present level 
indefinitely. 





| WHITE RIVER LUM 
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Estimating of 


Package Construction 





Here Is a System That Simplifies 


O MANY DEALERS, price estimating of roof as- 
semblies and roof covering has presented one of 
their most complex problems. 


Roof Cost Estimating 


Dealers can easily compute unit prices, 
including the many variables encountered 
in roof assembly and reroofing estimates. 


While it is true that 


more variables must be taken into consideration than 
in estimating other assembly costs; when reduced to 
a simple formula it becomes a relatively easy pro- 


cedure. 


Previous articles in this series have covered pack- 





SHED ROOF 


Length of roof (A) multiplied by 
slope of roof (B) gives the total 
roof area. 


he 
Ry aed 
+ — 
& 
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GAMBREL ROOFS 

Add length of B and C to de- 
termine rafter length. Multiply the 
sum of these by length of the 
roof (A). Then multiply by two. 
The result is the total roof area. 
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GABLE ROOFS 


Figure one pitch same as for shed 
roofs—then multiply by two. 


Aah 


HIP ROOFS 


Add length of ridge (A) to length 
of eave (B) and divide by two. 
Multiply this sum by slope (C). 
Multiply slope (X) on the triangle 
side, by length of short eave 
(Y). Divide the result by two. 
Add the two answers and multi- 
ply by two and the result is the 
total roof area. 


aged price estimating on other phases of light con- 
struction. Each has been accompanied by a series of 
charts listing the amount of materials, and the installa- 
tion time required in man-hours, to complete various 
sections of a structure. In all cases, a wide selection 
of materials have been itemized to cover practically 
every type and style of building. 

A dealer who completes the cost figures on each 
chart, transfers the data onto 3x5 index cards, will 
find that he has an excellent and complete reference file 
of estimating costs that accurately apply in his own 
trading area. 


ESTIMATING PROCEDURE 


ESTIMATING a roof section involves three major 
considerations: rafters, roof sheathing, and roof cov- 
ering. Charts 1, 2, and 3 cover this basic roof struc- 
ture. 


To this must be added any variables due to design, 
such as hips, valleys, jack rafters, etc. This informa- 
tion is included in Chart 4. 

Charts 5, 6, 7, 8, and 9 itemize such other variables 
that may be encountered in roof cost estimating. This 
includes separate entries for wood shingles for hip and 
ridge, and starters; hip and ridge for asphalt shingles; 
accessories for asbestos, tile, and sheet metal; and the 
items most commonly used for flashing, gutters, and 
leaders. 


ESTIMATING ROOF AREAS 


SCALING the plans or taking figured dimensions is 
the simplest method of calculating roof areas. Rafter 
lengths are easily determined from the plans, as are 
the lengths of ridge, hip, eave, valley, and starters. 

All of this data should be set-down on a take-off 
sheet, which should also provide space for gutters, 
flashings, flat decks, etc. 


On cut-up roofs, where combination hip, gable, and 


May 22, 1948, AMERICAN LUMBERMAN & 

















it con- 
ries of 
istalla- 
various 
lection 
tically 


n each 
s, will 
nce file 
is own 


major 
»f COV- 
struec- 


lesign, 
forma- 


riables 
yr. This 
ip and 
ingles; 
nd the 
‘s, and 


ions is 
Rafter 
as are 
ters. 

ake-off 


utters, 


le, and 

















recommend CREO-DIPT 
Double Wal—- ZEPHYRS 


If it’s new construction or remodeling, the most 
practical solution for quick, low-cost construction 
within the purchasing power of the majority lies in 
the use of Creo-Dipt Double Wall Zephyrs. 

Ask your contractors to compare these advantages: 
1. Small labor cost, easy application—no muss or 
fuss. 


— 


2. High insulating value and low maintenance costs 
al we] 
good news to the prospective buyer. 
3. No delay in deliveries—get on with the job now. 
l. No painting after application — saves painting 
costs. 
». Wide selection of rich, attractive colors—makes 
the sale easier. 


Send for Creo-Dipt’s catalog on Double Wall Zephyrs. 


ZEPHYR S are genuine certigrade red 


eae cedar shingles. 
{fee 





> - . 
sacked by approved moisture 
resistant insulating board. 


By 
yey 


Secured by | Jevco rust proof nails. 


4 eT a ae 


COMPANY, INC., NORTH TONAWANDA, N. Y. 


item) | ai 


CREO-DIPT OF CANADA, LTD. VANCOUVER, B. C. 


THE ORIGINAL SHINGLE STAIN FIRST AND BEST! 
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AMERICA’S » 


No.1 SOURCE 


for sash & door makers! 








PERMA 


GLALE 
GLAZING 
COMPOUND 


... provides top quality with all-around economy. Ease of 
application and quick setting speeds production. Never a 
need for reglazing because of its tenacious adhesion under 
all normal conditions. Once sash is glazed with Perma Glaze 
it’s ready for immediate shipment. Perma Glaze is designed 
to meet your requirements and exceeds highest specifica- 
tions on any job... proved by thousands of installations! 


MASTER GLAZIERS 


PERMA GLAZE 
GLAZING COMPOUND 


Q. D. 
PRIMELESS 


PUTTY 


The original, unmatched primeless putty made only of 
highest quality ingredients to provide glaziers the utmost 
in service at lowest cost. No priming of sash is necessary, 
saving production time. Uniform quality, minimum shrinkage 
and fast setting combine to make this putty the favorite of 
glaziers the country over! 





For more Information or Special Requirements write Today! 


me BIDDLE «o. 


AMERICA’S LARGEST EXxcLUSIVE Paddy Makers 


612 S. MAIN ST., ST. LOUIS 2, MISSOURI 
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cut-up roofs are incorporated in a design, divide the 
plan into logical sections and figure each separately. 

Dormers may be scaled separately, and added to the 
common roof area. This is the most positive method. 


CHIMNEY SADDLES 


CHIMNEY saddles, or crickets occur on roofs where 
chimneys do not emerge from the ridge. They divert 
snow or rain to either side of the chimney. 


Ordinarily they are built against one, two, or three- 
flu chimneys. Because of the intricate framing, board- 
ing, and flashing required, they may be quite compli- 
cated in take-off. 


An established practice of estimating these units, 
which includes framing, roof boards, and copper flash- 
ing, is to price them according to the chimney width 
at $8.00 per lineal foot. Thus a one-flu chimney 18 
inches wide would be $12.00. A two-flu chimney 36 
inches wide would cost $24.00; and a 48 inch three- 
flu $36.00. 


EXISTING STRUCTURES 


MAKING reroofing estimates for existing struc- 
tures involves principally the figuring of recovering 
costs. There are, however, certain items of old roof 
preparation which must be considered in order to sup- 
ply a satisfactory job; and these make-ready items 
must be figured into the cost. 


For example, if an asphalt roof is to be installed 
over wood shingles, it is advisable to add bevel strip- 
ping along the butt-line of the existing shingles. This 
provides a more level surface on which to lay the new 








— — 


Table 3—Roofing (plain surfaces) per 100 sq. ft. 


Roofing—for common gable roofs:—Roofing materials are becoming 
increasingly diversified:—Climate, wind velocities, custom, local 
codes, minimum F.H.A. requirements, etc., all have a bearing in 
determining which of the several in Table 3 shall receive attention, 
The dealer will select only those from Table 3, which apply in his 
market and submit them for unit package pricing to his contractor 
associates. 


% 8 » 
3 . 33 o3 2. $85 =s 8s ss 
° © = QaG ‘sau 3} O.— - te 
3 3 es d£ 22 8x si SE CE 
Wood 
shirgles 
Plain 16" 5/2" 4.45 4!/," 2 4.2 
Stained 16'' 5/2" 4.45 4!/," 2 4.2 
Plain 16"° 5/2" 4.0 5" 2 3.8 
Stained 16'' 5/2" 4.0 5" 2 3.8 
Plain 18"' 5/214," 4.4 5"' 2 3.8 
Stained 18'' 5/2!/,"' 4.4 5" 2 3.8 
Plain 18" 5/2\/," 4.0 5\/,"" 2 3.5 
Stained 18'' 5/2!/,"' 4.0 5/7." 2 3.5 
Plain 24'' 4/2" 4.0 77," 2 2.6 
Stained 24'' 4/2" 4.0 7," 2 2.6 











Table 1—Common Rafter Chart 


Carpenter Contractor's Unit Price Chart for Common Roof Rafters:— 
Per 1000 sq. ft. actual roof area—({scaled from plans)—Material 
quantities include:—Double rafters around chimney and dormers—2" 
ridge—2''x6"' collar beams ‘every other rafter and nails. 


Size Spacing on BM. Nails Labor Mat'l Labor Total 


Rafters Centers required Ibs. hours Price Price Price 
aor" 16"' cc 722 13 27.0 

2''x4"' 20" cc 595 i 22.0 

2''x4" 24"' cc 599 10 19.0 

2''x6"' 16'' cc 1039 13 32.0 

2''x6"' 20"' cc 858 I 26.0 

i 24" cc 735 10 23.9 

2''x8"" 16" cc 1400 17 37.0 

2''x8"' 20"' cc 1151 15 31.0 

i 24'' cc 903 13 27.0 

3''x8" 36"' cc 1000 12 27.0 : 
3''x10"" 36"' cc 1240 12 31.0 arate, Wil, torererat ara i etaigae 
4''x6" 36"' cc 1014 12 27.0 ear gtyissoecia cea 
4''x8"' 36" cc 1333 12 32.0 = 











Table 2—Per 1000 sq. ft. (actual roof area) 


Roof Boards and Shingle Lath—Local customs determine the size and 
spacing and kinds of roof boards which are acceptable. 


Size of 
Board or BM Nails Labor Mat'l Labor Total 
Lath Required Ibs. hours Price Price Price 

I''x6"' sq. edge 1120.0 40 22.0 Si nam oat 
I''x8'' sq. edge 1120.0 40 17.0 b hats 5 
I''x6'' D&M .........1200.0 42 | SE Oe ae eS 
bf . eee 1160.0 31 18.0 pees eo ce trin 
I''x8"' Shiplap ..... 1180.0 31 18.0 wer is ielatact ee 
se a” Pee 680.0 29 20.0 Rieeas. “codenbes) eared 
5/4''x6"' D&M .......1500.0 38 18.0 Moni  —wenates aes 
2''x6'' D&M .....2400.0 54 24.0 ; 2 
I''x4"'—2"' apart ..... 750.0 40 23.0 
I''x4'"'—4"" apart ..... 550.0 30 17.0 
**1'"x6"' Clg. ... 1200.0 42 30.0 


(*) Spaced 5" cc. 


(**) Where beaded ceiling is used for open cornice—extending only 
over the open eaves—with joints broken on 2nd rafter at every 
5th board. 


Table 3 (cont'd)—other roofing—per 100 surface feet 


o 
z 
5 a 
3 = » $8 te be = 
° ey =u a P = « 2 F3 BY AY » 3 
a we ei BS z2® Sr sa Sa 
Felts 
12 Ib. 36" 360 34"" 2.0 1.0 
15 Ib. 36" 360 34° 20 1.0 
30 Ib. 36" 360 34° 20 1.0 
Pcs. 
Asbestos Per Mfrs. 
Shingles sq. Stand. 
Dutch Lap 16''x16" 92 1.0 2.0 
Hex. 16''x16" 86 1.5 2.0 
Std. 8x16" 260 3.0 3.0 
Spl. 12'x24"' 120 25 2.5 
Asphalt 
Shingles 
Hex.-Std. 12 1/3''x36" 86 3.0 1.8 
Hex.-Hvy. 12 1/3''x36"' 86 30 18 
Hex.Std. 11 1/2''x36" 86 3.0 41.5 
Hex.-Hvy. 12 1/2''x36"' 100 40 18 
Strip (2 ‘*y36"* 80 3.0 2.0 
10 ""x36"" 100 4.0 2.0 
12 1/2''x36"' 100 4.0 2.0 
Indiv. 12" 225 40 2.5 
9"' 378 5.0 2.5 
Slate t t 2.5 5.0 
Canvas 14 oz. 6°'¢ 2°* 1.0 11.0 
Sheet Mfgrs. 
Metal Inst. 
Galv. Iron 26 ga. as 7.0 
Copper 16 oz. es 7.0 
Tin 40 |b. le 10.0 
Aluminum 20 ga. ” hla 11.0 
Corrugated 26 ga. Ys 9.0 
tOptional 
Wide. 
*Lap. 


Built-up asphalt or asbestos to be developed by roofing contractor 
according to local specification. 














Table 4—Hips and valleys including jack rafters per 
Linear Foot—(scaled from plans) 


Hip and Valley Rafters—The material quantities and labor for 
valleys and hips are added to the Common Rafter results in order to 
establish the difference in price between common gable, hip, or 
cut-up roofs—and separate cards—based on a linear foot basis 
should be prepared to enable the estimator to compute and add the 
required amounts. 


Size BM *Labor Mat'l Labor Tota! 
Rafter Required Min. Hrs. Price Price Price 
ie ee 1.5 14 .23 
7s 5" 1.8 15 25 
rae’ 2.5 16 27 
2''x10"' 3.0 19 .32 
ge 3.8 21 35 
"20" 4.5 28 .47 
> nz” 5.5 32 53 
4x 8" ra > si 
+'xid" 6.0 38 63 


*Labor is shown both in minutes and decimal parts of an hour— 
use the one most convenient. 
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gZ CAN DEPEND ON. 


Total Price 


SOUTHERN LUMBER COMPANY ¥ 2% 55 5. 


HUTHER BROS. Sy SAW MFG. CO 


PATENT INSERTED TOOTH GROOVER FIRTHITE TIPPED SAW FIRTHITE TIPPED SAW 
Firthite Tipped Inserts Inserted Type, for Wood Solid Type, for Wood 


LONG-LIVED SAWS FOR LONG-RUN ECONOMY 


Firthite Tipped Saws made by Huther Bros. Saw Mfg. — Teak, Fire-proof Lumber, Plywood, Linoleum, etc. 
Co. are made to stand hard service and are, there- | Huther Bros. have long taken special pride in the’ 
fore, long-lived Saws insuring long-run economy to the — quality of their manufacture, and the service and 
user. These saws are used for cutting hard Masonite, satisfaction all Huther Bros. saws give the customer. 


Wrise for Huther Bros. Catalog No. 690 


HUTHER BROS. SAW MFG. CO., Rochester, New York 
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covering. Eave strips, either of metal or wood, pref- 
erably the latter, should be inserted at the roof edges. 

Valley, chimney, and porch flashing usually require 
replacement. In chimney flashing particularly, any of 
the commonly used metal types give more positive seal 
than does asphalt. 

In many instances a reroofing job also must include 
replacement of gutters, or relining with an asphalt 
felt and roofing cement. 

The exposed section of chimneys usually requires 
pointing up; oftentime rebuilding. This phase of 
preparatory work should be carefully done. A super- 
ficial closing of cracks or joints is, at best, a temporary 
measure. 

ESTIMATING PROCEDURE 


1. Draw sketch of foundation and all projecting 
porches—add overhang of eaves by sighting with rule. 

2. Arrive at square feet flat area by multiplication, 
divide into sections if necessary. 

3. Arrive at pitch or slope of roof by use of pitch 
card—or roof pitch gauge. 

4. Multiply flat area by pitch factor to find gross 
roof area—and resolve to nearest larger % square. 

5. Add valleys, hips, ridges, eaves, and starters by 
computing from sketch—and pitch factor. 

6. Add servicing or wood stripping—eaves strip— 
and metal edge (from sketch). 

7. Add chimney pointing or rebuilding (brick usu- 
ally run 4% courses per foot of height and are 84 
inches long). 

8. Add flashing—saddles, ete. 

Any additional charges for trucking, supervision, 
sales expense, etc., may be added in accordance with 
established custom. 





Table 6—Hip and Ridge—individual Asphalt Shingles 
per 100 linear ft.—including nails 


Ex- Labor Mat'l Labor Total 
Size posure Bundles Hrs. price price price 
2. 7 ae 4/4 2.7 
9'x123,"" 4" 3%, 2.0 











Table 7—Starters for Asphalt Shingles—per 100 linear ft. 
Bundles Labor Mat'l Labor Total 


Type Product Size. 100 L.F. hours price price price 
Hex. Strip 12''x36"' 1.11 2.0 
Std. Strip 12''x36"' 1.00 2.2 
Indiv. 12''xl6" 1.75 3.6 
Indiv. 9''x12"" 1.45 3.6 
Ridge roll 9'' wide 2.8 1.5 
Starter roll 12"' wide 2.8 1.5 








Table 8—Installed prices per 100 L.F.—material sizes—wts. to 
be selected in accordance with local custom and code 
requirements 


Mat'l Labor Total 

Product price price price 
Asbestos 

Starters 

Eave shingles 

Ridge roll 

Boston hip 
Tile roofing 

Starters 

Eave shingles 

ridge 
Sheet Metal 

Copper ridge 

Galv. iron 

Tin 

Aluminum 
Flashings—Gutters—Leaders 
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Table 5—Hip and Ridge per 100 L.F. including nails 


Ex- Labor Mat'l Labor Total 
posure Bundles Hrs. price price price 


Product Size 

Wood Shingles 16'' 5/2 '' 4'/,"" 3.3 3.0 
6" Sf2 “ . * 3.0 3.0 
18"* 5/2\/,"' > ~ 3.0 2.5 
18° 5/2'/,"" 5'/2"" 2.5 2.5 
_ ws 7'/2"" 1.6 2.0 

Starters per 100 L.F. 
Wood Shingles any size 2.0 1.6 











Table 9—Complete prices—including Material, Labor, Sub- 
contractor overhead—per 10 linear ft. (or per unit) 


Cop- Galv. Alumi- As- 
Ea. 1OL.F. Tin’ per iron num phalt 

Valley Flashing : 
Porch Roof Flashing 
Chimney Flashin 
Deck to wall flashing 
Gutters—'/. round 
Gutters—''Ogee" 
Gutters—Recessed 
Inside miters 

Yy round 

Ogee 
Outside miters 

> round 

Ogee 
End Caps 
Drop outlets 
Leaders—round 
Leaders—square 
Elbows—round 
Elbows—square 
Shoes—round 
Shoes—square 


Note:—Sizes to correspond with established local customs. Use only 
those metals which apply locally. 














Table 10—Reroofing Chart 


. &§ gs & 8 
ov u“ ss ra = 
re 3 c 2 = a = a 
9 o 4 °, = = a A 2 
° “ 2 
& a 6S @€@ zSzt Sse 
Wood shingles 16° 5/2 " 4/7." 880 35 4.5 
18° 5/244" 5 “ 790 30 4.0 
Asphalt 
Hexagonal 12'/."'x36"' std. 8 3.0 2.5 
Std. Strip 12 "x36" std. 80 3.0 2.5 
Giant Strip 12'/2''x36"" ss std. 100 4.0 2.5 
Asbestos 
Std. 16 ‘x6 13!/2"" 7 t8 22 
16 ‘xlé" 12" 86 2.0 2.7 


Hex. 
Others (local) 


Note: Generally, an addition of 25% to the selling price of new 
work will compensate for the extra labor caused on existing 
structures. 











Table 11—In this table the installed prices for supplementary 
items are given—per 100 sq. ft. and linear feet 


Product or Service 
Description 
Re-nail and replace 
old shingles 100 s.f. 

Bevel stripping 


Labor Mat'l Labor Total 
Kind of material hours price price price 


wood shingles 1.0 


'/o''x3''—288 1.f. wood 1.0 

install |"'x3'' eave 

strip—l0 I.f. wood 1.0 

Metal edge—l0 I.f. galv. 5 

Metal edge—I0 I.f. copper 5 

Metal ridge cap—l0 I.f. galv. 5 

Metal ridge cap—l0 I|.f. copper 5 

Chimney flashing—10 l.f. tin 4.0 
copper 4.0 
asphalt 2.0 

Point up chimney and 

paint—l0 sq. ft. brick-mortar 3.0 

Re-build chimney and 

paint—l0 sq. ft. brick & mortar 6.0 

Re-line built-in 

gutters—I0 If. asphalt 1.5 
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-tie0.J.Silbernagel- 


} WHOLESALE DISTRIBUTOR 


West Coast Lumber 


Lumber Products 


SPECIALIZING IN 


PONDEROSA PINE 


DOUGLAS FIR 


© LUMBER 

@ MILLWORK 
® MOULDINGS 
e SIDING 

e FLOORING 


ae ® & ® ® ® ee ®®®* 


heo.J.Silbernagel 


GENERAL OFFICE 


8 $. Michigan Ave., Chicago 3, Il. 
Telephone RANdolph 0540 
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THE CASE OF THE 


CASEMENT 
OPERATOR 


(From GETTY File No. 4715) 























“An open-and- 
shut case”... 


... remarked the Inspector, 
carefully wiping the finger 
prints off the window sill. 
“There was no reason for 
complaint here.” 


























Naturally, there’s no reason for complaint if Getty Casemeni 
Window Operators are used. But what of the times when 
winter's wind rattled the casements all night, when summer’s 
humidity made them stick, when Junior playfully stripped 
the teeth? Your reputation—and your dealer’s—is safe if 
you specify Getty. Getty No. 4715 Casement Operators 
are a lifetime proposition: install 'em and forget ‘em! 

@ No sticking (working parts lubricated at the factory) 

@ No binding (teeth are machined to accurately fit the worm) 

@ No rusting (channel and arm are thoroughly rust-proofed) 

@ No stripping (teeth of cold rolled steel are integral with arm) 

@ No rattling (arm button is positively locked in channel) 

@ No trouble to install 

e@ No complaints from your customers 

e AND—no effort... the same ease of operation year after year 
Getty experience in building casement operators for over 
a quarter of a century is your guarantee of expert design, 
fine workmanship, lifetime construction. Write for Catalog E 
today: 


H. S. GETTY & CO., INC. 


3348 N. 10th ST., PHILADELPHIA 40, PA. 
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Same Old Problem 


T WASN’T so long ago that 
most lumber yard ledgers wore 
that lean and hungry look. Today 
they are fattening up at a prodigi- 
ous rate as bank balances dwindle. 
It is not a good sign. 

The never again promises of the 
lush days of war, when lumber 
dealers were able to collect accounts 
long since given up for lost, already 
have been forgotten and there is 
plenty of evidence abroad in the 
land pointing to the fact that the 
free and easy extension of credit, 
without benefit of definite due 
dates, is going to be as much of a 
lumber yard problem in the future 
as it was in the past. 

* %* 

Buying seems to be going out of 

style ... at least in certain in- 


dustries. 
* % * 


The Changing Picture 


66° FSHERE IS A vast untapped 
field of potential installment 

business in this area,” writes a 
Midwest lumber dealer. “We have 
three resort lakes at our front door 
fairly teeming with prospects. We 
have been neglectful of installment 
selling because we have had a big 
business, plenty of cash money and 
some help problems. We will have 
to make it as easy for our custom- 
ers to buy 2x4’s and shingles as 
it is to drive home a new car or 
wheel in a deep freeze unit.” 

That, of course, is where install- 
ment selling comes in. Otherwise 
“putting it on the books” will be 
just as easy as it was in days of 
yore and getting it off the books 
will be harder than ever. 

* %* 
There usually are three sides to 
every question... yours, the 


other fellow’s, and the truth 
somewhere in between. 


* * % 
Disorder Is Deadly 


HAT IS MORE depressing 

than a disorderly place of 
business ? 

There is a small hardware store 

in our neighborhood (that would 

come close to taking the prize for 
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ERCHANDISING Creéc 


the worst kept stock in the entire 
city. ; 
The owner seldom sells anything 
in the front part of his store and 
would have difficulty finding it if 
he tried, as he is kept busy doing 
minor repair jobs for hurry-up cus- 
tomers who want him to do the 
work while they wait. His per- 
sonal appearance matches his store. 
Disorder finally licked him. 


*% 


It takes a long time to recoup 
from a prolonged sellers’ market. 


x 


Then and Now 
LARGE GROUP of lumber 
yards in the Northwest re- 
ported to the Ninth Federal Re- 
serve district that the sum total 
results for the year of 1947, as 
compared with the 1935-39 aver- 
age, was as follows: 


Retail sales (Board 
Pere errs 35.7% +- 
Retail sales (Dollar 
oo) een 225.7% + 
Inventories (Board 
ees 0.2%- 
Accounts and Notes 
Receivable ....... 94.1%+ 
x¥ xX 


An Old Favorite 
MAN DRIVING along a coun- 
try road saw the roof of a 
farm house ablaze. He shouted 
wildly to the woman _ standing 
calmly in the doorway: 
“Hey, your house is on fire.” 
“What? I’m a little deaf.” 
“Your house is on fire.” (This 
time at the top of his lungs.) 
“Is that all?” 
“Well, it’s all I can 
right now.” 


x 


think of 


Selling isn’t so much a question 
of hard work as it is the appli- 
cation of effort in the right place. 


* 


What Kind of Homes? 


T TAKES NO more than a cas- 
ual reading of today’s newspa- 
pers and magazines to emphasize 
the fact that the battle for the 
home market now is on and that 
the struggle involves materials, 


construction methods and distribu- 
tion channels. 

It is the height of folly to at- 
tempt to brush off the activity as 
something that is doomed to fail- 
ure. The answers may not yet 
have been found, but you may 
rest assured of these three things: 


(1) New materials will eventu- 
ally find their way into home con- 
struction. 

(2) New construction tech- 
niques will gradually replace con- 
ventional or traditional methods. 


(3) New distribution 
will be developed. 


channels 


We don’t know how or when. 
We’re simply figuring that evolu- 
tionary progress will not overlook 
the largest single market in 
America. 


The best lumber in the world im- 
properly put together doesn’t 
serve its purpose as well as much 
poorer lumber that has been prop- 
erly used. 


Three Times and Out 


HILE WE ARE on the sub- 

ject of stories that fit to- 
day’s American scene, Jack Dionne 
told us one at the Texas conven- 
tion that seems particularly apro- 
pos at a time when we hear so 
much about the third round ef 
wage increases. 

It appears that the operator of a 
small mill in the South was having 
trouble getting a fireman who 
would keep up steam. Finally one 
day he was assured by a husky ap- 
plicant that he was the man who 
could really make the old boiler 
sing. So he promptly got the job. 

A few hours later he dropped 
into the éngine room to see how 
things were going, only to discover 
to his horror that the boiler was 
fairly bursting its seams. 

“Good heavens, man, you'll blow 
the place up,” he shouted. “Look 
at that pointer. It’s standing at 
90.” 

“Ninety, hell,” said the perspll- 
ing fireman. “That’s the third 
time around.” 
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PACK RIVER SALES COMPANY 


- Distributors of Kiln Dried 


Idaho White Pine — Ponderosa Pine 
Engelmann Spruce — Inland Red Cedar 


Sales Agents for 
*Northwest Timber Company, Gibbs, Idaho 


* Member Western Pine Association 











*Pack River Lumber Company, Sandpoint, Idaho 


*Thompson Falls Lumber Company, Thompson Falls, Mont. 


Fir and Larch 


x*k 


Factory at Northwest Timber Company producing Mouldings, 
Frames, Cut Stock and Cut-to-length Trims 


x kk 


Sales Office; 


Sandpoint, Idaho 
P.O. Box 510 
Telephone 71 





Daily Production 190,000 Feet Kiln Dried Lumber 
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Cold Rolled 
CHANNEL IRON 


44," 300 lbs. per M Lin. Ft. 
16’ or 20’ lengths; 20 pcs. per 
bundle. 
114” 475 lbs. per M Lin. Ft. 
16’ or 20’ lengths; 10 pcs. per 
bundle. 

Painted only. 


One item in the complete 
line of PENMETAL Plaster- 
ing Accessories which enable 
you to meet every need of 
your customers. You know 
PENMETAL LATH and EX- 
PANDED METAL MESH, 
—— now get acquainted with 
PENMETAL PLASTERING 
ACCESSORIES. 


PENN METAL COMPANY, INC. 
Degt. 30, Parkersburg, W. Va. 
District Sales Offices 


Philadelphia 
Seattle 


Send for catalog 
and details of our 
100% Dealer policy 


Boston New York 


Detroit 


Chicago 


Indianapolis Los Angeles 


Tol Magelat ice Dallas 





Parkersburg, W. Va. 


.uILDING Propucts MERCHANDISER 














Here’s a real profit opportunity for lumber and building 
materials dealers. Stewart Products are used extensively for 
the beautification and protection of all types of property. 
They comprise: Chain Link Wire and Iron Picket Fence; 
Plain and Ornamental Iron Railings; Iron and Wire Window 
Guards; Steel Folding and Sliding Gates; Ornamental Iron 
Lanterns; Steel Settees; Flag Poles, and many others in iron 
and wire. Cash in on this profitable business. Write for 
details. No investment necessary, and you are not required 
to carry any stock. 


THE STEWART IRON WORKS CO., INC. 
1551 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications Since 1886 
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Door Seal Display 


An attractive grey display stand 
illustrating a Michael door seal 
installation is being offered to 
dealers. Suitable for table, coun- 





ter or window, the display is a 
miniature door which tells at a 
glance the use and method of in- 
stallation of the door seal. Stand- 
ing approximately 12 inches high 
and 15 inches long, the display is 


* SALES AIDS - 





Mme RATURE 


constructed of fine wood, The front 
of the display carries a brief, to- 
the-point message in red letters. 
For more complete information 
about this display write Michael d- 
California, Dept. AL&BPM, 781 E. 
Washington boulevard, Los Angeles 
21, Calif. 


Robot-Lite 


Available now is a new Robot- 
Lite that automatically turns itself 
on and off with the opening and 
closing of a door. Mounted on the 
inside of refrigerator, closet, cup- 
board, fruit cellar, garage, etc., it 
is controlled by an automatic switch 
mounted on the door frame. It is 
designed to be easily installed by 
the home owner or builder. Its in- 
expensive price and simple installa- 
tion make it a good over-counter 
item. For more complete informa- 
tion write Theodore Bargman, Dept. 
AL&BPM, 16425 Hamilton avenue, 
Detroit 3, Mich. 


Doorway Accessory 


Rite-A-Note, the doorway acces- 
sory, has a unique feature in the 
Hello Tab which automatically pops 
a visitor 


up whenever lifts the 




















cover to leave a message. The tab 
tells at a glance there has been a 
visitor and remains in view until 
pushed down again. It is made in 
modified colonial design which can 
be used on either modern or period 
home. It is crafted in solid brass 





G 


—_— 


RELIABLE SERVICE 





Dealers know they can rely on Fiddes- 
Moore for prompt delivery of outstand- 
ing building products. F-M service is 
the keynote of our relations with aggres- 
sive dealers. 


Fiddes-Moore products include: Versa- 
tile Westbilt Kitchen Cabinet Units... 
made of beautiful Ponderosa Pine and 
Douglas Fir, in a complete selectiun of 
sizes and styles; overhead Garage Doors 

. . service-styled sectional types with 3- 
ply fir panels... one-car or two-car sizes; 
Douglas Fir Doors for the home... vari- 


of every builder; Plywood of all types... 
Softwood and Hardwood. 


Phone or write for details and prices. 


& COMPANY 


ovary 27D SERVICE 





Sales and Service Office: 205 W. 
Wacker Drive, Chicago 6, Illinois 
Telephone Central 5875 


* 
Prompt shipment from Hammond, Indiana, on Kitch- 
en Cabinets, Plywood, Doors and Garage Doors. 








56 


. 
7 
® 
@ 
2 
ous styles and sizes to satisfy the needs 2 
& 
s 
. 
s 
7 


5 
* 
f 
t 
a 
- 
+ 
a 
2 
s 
& 
e 
a 
2 
s 
+ 
+ 
a 
a 
o 
5 
s 


° 
* 


eo 


OO 
s a 
s % 
s 
° 
s DOUGLAS FIR 
® DOORS 
s 
s 
: 
s 
s 
; for lights and small tools. 
: 
® 
e 
e 
° 
° 
e 
” 


s 
s 
4 
5 
3 
s 


KITCHEN CABINETS 


& 





PLYWOOD 





: 
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and bridge construction, etc. Furnished with all-steel trucks, 
pneumatic tires, Timken Bearing wheels, adjustable stabil- 
izers, Hitch and dust collector. 
air-cooled engine—220 Volt Generator with 120 Volt outlet 


Get in touch with your CMC distributor today or write for further details. 


CONSTRUCTION MACHINERY CO'S. 





New 
Gas- Electric 
Trailer 
Combination 


Rips 4" material 
at approximately 
40 feet per min- 
ute. 


The ideal 
for large housing 
proiects — Lum- 
ber yards—Road 


unit 


Powered with 2-cylinder 


WATERLOO, IOWA 
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SOUTHERN PINE 
& HARDWOODS 


Our organization 
has grown year by 


year, because we * 
have always taken \ WEST COAST WOODS 
a conscientious in- 
terest in deliver- * 
ing best possible LUMBER 
service to our cus- 
tomers. e 
PILING 





W.T. FERGUSON LUMBER COMPANY, St. Louis 1, Mo. 





SHEVLIN-McCLOUD LUMBER COMPANY 


{ Successors to Shevlin Pine Sales Company } 





























SELLING THE PRODUCTS OF DISTRIBUTORS OF SPECIES 
*THE McCLOUD RIVER LUMBER GSHEVLIN PINE 
COMPANY PONDEROSA PINE 
McCloud, Calif. Reg. U. S. Pat. Off. (PINUS PONDEROSA) 
*THE SHEVLIN-HIXON COMPANY _ Saws Ce 
Bend, Oregon 900 First National Soo Line Building SUGAR (Genuine White) PINE 
_*Member of the Western Pine Associa- MINNEAPOLIS, MINNESOTA (PINUS LAMBERTIANA) 
tin, PER, Sees. DISTRICT SALES OFFICES: 
NEW YORK CHICAGO SAN FRANCISCO 
gE 1604 Graybar Bldg. 1863 LaSalle-Wacker Bldg. 1030 Monadnock Bldg. 
2 heota, Fare Woodwork Lexington 2-9117 Telephone Central 9182 Exbrook 2-7041 








LUMBER FROM PAUL BUNYAN 


“All this logging, decking and year round milling has only 
one purpose,” says Paul Bunyan, “to meet delivery commit- 
ments on time and up to grade.” 


PAUL BUNYAN LUMBER CO. 


Manufacturer and Distributor 
Ponderosa Pine White Fir Incense Cedar 


REGISTERED SUSANVILLE « CALIFORNIA 





TRADE WAT 




















Loneeemere lipemic (angacse 


_.. has served the LUMBER INDUSTRY exclusively for 
more than 43 Years with FIRE AND ALLIED INSURANCE 
COVERAGES ...and FIRE PREVENTION SERVICES 





Inquiries Invited 


a s erson ) j Com an 
oT” F PEO"d 


1000 R.A. LONG BLDG. KANSAS CITY 6, MO. 
509 TERMINAL SALES BLOG 1205 NATL. BANK OF COM. BLDG 1309 CONCOURSE BLDG 
PORTLAND 5, ORE NORFOLK, VA TORONTO 1, CANADA 
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with a polished or satin finish or 
in steel with an antique copper 
finish. For more complete informa- 
tion write Superior Accessory com- 
pany, Dept. AL&BPM, Glendale 4, 
Calif. 


New Gravity Conveyor Sizes 


To meet the demand for addi- 
tional sizes of roller gravity con- 
veyors, two new widths of Rapid- 
roller have been added to the mate- 
rial handling equipment line manu- 
factured by the Rapids-Standard 
company. The new conveyor frame 
widths are 15 and 24 inches, and 
supplement two original sizes 12 
and 18 inches wide. All widths are 








available in five or 10 foot lengths. 
For more complete information 
write Rapids-Standard company, 
Inc., Dept. RR-176, 342 Rapistan 
building, Grand Rapids 2, Mich. 


Roxdale Tileboard 


This tileboard is made of gen- 
uine treated hard board and is 
especially processed so that its 
show surface glistens. The perma- 
nent finish is achieved by a new 
development of the hot paint tech- 
nique in which the paint is ap- 
plied at a high temperature. It is 
supplied in a choice of ten colors. 
No special wall preparation is re- 
quired in its application and it may 








Have the 


Since 1884 we have been satisfying the needs 
of many lumber buyers. Our years of experience 
have justified our belief that we can do a satis- 


factory job for you, too. 


CONTACT OUR SALES DEPT. 
105 STATE BLDG. AKRON 8, OHIO 





WE OFFER!!! IMMEDIATE SHIPMENT 


+2&Btr SLYP AD DET SURFACED AS DESIRED 
RANDOM LENGTHS—CAR LOTS EACH WIDTH 


1x4,1x6 1x8 Ix 10,1 x 12 


724,226 746,22 3%, 22 2 


FOR QUICK DELIVERY CHECK WITH US FOR ITEMS IN TRANSIT— 
PROMPT SHIPMENT 


—f; gear = or 


5 Cars 2 x 4— 8 2 Cars 2 x 6—I6 3 Cars 2x 8—I8/20 
2 Cars Z x 4—10 2 Cars 2 x 6—18/20 2 Cars 2 x 10—I2 
2 Cars 2 x 4—12 2 Cars 2 x 8—I2 3 Cars 2 x 1O—I4 
2 Cars 2 x 6—12 2 Cars 2 x 8—I4 3 Cars 2 x 10—16 
2 Cars 2 x 6—I4 2 Cars 2 x 8—I6 ee : pO 
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LUMBER 
COMPANY 


Manufacturers and Wholesalers pine HILL, ALABAMA 


May 


be installed with equal success over 
old or new wall surfaces. No spe- 
cial tools are needed. Metal Rox- 
dale, made of high-gloss finished 
metal, is also available. For more 
complete information write Na- 
tional Tileboard corporation, Dept, 
AL&BPM, 1314 Blondell avenue, 
Bronx 61, N. Y. 


Steel Roof Drainage 

A full line of ready to use stain- 
less steel roof drainage products is 
now being produced. Items in the 
line include “K” gutter, plain 





round, corrugated round and corru- 


gated square conductor pipe, 
Snaptite eaves trough and all nec- 
essary stainless steel fittings. The 
equipment is fabricated from 
stain-finish 28-gauge Enduro stain- 
less steel, type 301. It is said not 
to tarnish or rust, and to require 
little or no maintenance. It may 
be painted if desired. For more 
complete information write Berger 
Manufacturing division, Republic 
Steel corporation, Dept. AL&BPM, 
Republic building, Cleveland 1, 
Ohio. 


Fluorescent Transformer 

Just announced is a new 200 MA 
transformer specifically engineered 
for fluorescent lamps of long, slim 
design. It incorporates the con- 
stant voltage principle which per- 
mits the maintenance of rated watt- 
age and lumen output regardless of 
wide variations in the primary 
voltage. Complete electrical and 
mechanical specifications may be 
had on writing Sola Electric com- 
pany, Dept. AL&BPM, 4633 W. 16th 
street, Chicago 50, III. 


Magnetized Angle Level 

Here is a combined level and 
angle that really sticks to the job. 
The Magno level is designed for 
anyone who works with metal be- 
cause powerful, permanent mag- 
nets will hold it to any flat or round 
metal surface. This leaves beth 
hands free for lining up, straight- 
ening or fastening work in place. 
Accurately calibrated to show any 
angle from 0 to 360 degrees, the 
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WOODLIFE | 
TOXIC WATER . 
REPELLENT 


TREATING 








WINDOWS and FRAMES 


Trouble free ... WOODLIFE treated windows and frames are 
protected against swelling and shrinking... they fit (no stick- 
ing or rattling). Assures long lasting paint finishes—guards 
against joints opening up and putty becoming loosened. No 
worry about fungus decay and stain. 


You make a profit and win the owner's everlasting confidence. 


Protection Products Mfg. Co. 








Mfrs. of CHEMICAL PRESERVATIVES Since 1921 
Research Laboratory and Plant KALAMAZOO, MICH. 








A FINER BUILDING 
AT LOWER COST 


egg, pews 100 





AMERICAN-BOWSTRING TIMBER TRUSSES 


American Roof Trusses are economical for your factory, 


& warehouse, garage, store, or whatever you may be build- 
ing. They increase floor space by eliminating center 
a walls and posts, and; they cut building costs consider- 
ably. Made by the oldest, largest exclusive manufac- 
e turer of wood trusses in America. Immediate delivery. 


Write for free catalog today. 


AMERICAN ROOF TRUSS CO. 


6846 STONY ISLAND AVE. 
CHICAGO 49, ILL. 
PLAza 1772 


ESTABLISHED 1922 


235 WEST 37th PLACE 
LOS ANGELES 7, CALIF. 
ADams 3-4191 





Anaconda Copper 
Mining Co. 
Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 
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YOUNGERMAN-REYNOLDS LUMBER CO all 
on J ) 
ae WHAT'S NEW? le 
upol 
. : steel 
Montgomery 1, Alabama level is made of aluminum with stem 
wrinkle finish and  abuse-proof tion 
We offer for shipment in straight or mixed cars from our mills at Samson and plastic dial. For more complete in- Man 
Wetumpka, Alabama, the following air dried, Lignasan dipped, double end formation write Buckeye Plastic Al & 
trimmed, well manufactured stock; dressed as desired: corporation, Dept. AL&BPM, 1220 _ 
50 M' Ix 4" #2&Bir. Yellow Pine R/L 25 M' Ixl2" #2&Btr. Yellow Pine R/L Huron road, Cleveland, Ohio. Doo 
150 M' Ix 6" #2&Btr. Yellow Pine R/L 150 M' 2x 4" #2&Btr. Yellow Pine R/L os : 
igid SI 
50 M' Ix 8" #2&Btr. Yellow Pine R/L 150 M' 2x 6" #2&Btr. Yellow Pine R/L R — meng ; a = eigh 
25 M' Ixl0" #2&Btr. Yellow Pine R/L 75 M’ 2x 8" #2&Btr. Yellow Pine R/L ieee ts are Same is & pia 
50 M' 8/4" #1&Btr. Deep Swamp Cypress ~~ vorenun ne of its features is pine 
its extremely strong construction, -_ 
obtained by the one-piece steel tube to | 




















ND 
SOUTHERN ee A “ A SPECIALTY 
. OF SERVICE.TO 


YEAR 
BER DEALERS 
“uM fice — KELTYS, TEXAS 


back fitted 
machined 
This permits tightening blade to 
high tension, which maintains true 


into the 
cast 


precision- 
aluminum handle. 


alignment without twisting the 
blade. Alignment is further as- 
sured by machined blade holders, 
whose squares are received by ac- 
curately milled slots. It is adjust- 





General Sales O 









































able for 10 inch and 12 inch blades. 
> W, All steel parts are cadmium plated. mad 
ML b Cc For more complete information fron 
Craig Mouritain um er 0. write Machine Rebuilding com- are 
Nears, Reh Te 5 il pany, Dept. L-1101, 2738 Chene , 
‘ /, “4 oe ow + “y of bh 
St hoeN ees are Gas aM Mase Oe street, Detroit 7, Mich. tons 
‘ . nur 
Winchester, Idaho New Glazing Points For 
Ponderosa Pine, Fir and Larch With this new product it is writ 
Member Western Pine Association necessary only to push the glazing Dep 
point in place with tools such as Pitt 
a putty knife, chisel or a screw 
inchester Box ompany dies, The Gay coven om 1 Tie 
tains one dozen small packages and om 
: . I 
Winchester, Idaho each package contains approximate- whe 
Industrial Cut Stock and Specialty Items 7 os Eee. Far pees ore tenes user 
from zine coated steel. For more 
complete information write Lake- 
shore Products, Dept. AL&BPM, 4 
17763 Beach drive N. E., Seattle 55, ie 
Wash. | 1 
Pro Plumbing Handle Display 
CAYUTA BRAND 7 An _ attractive and _ convenient 
HARDWoop Zdiy counter carton displaying 12 pack- | (4 
FLOORING VILL WY LM ages of the new Fitz-it replace- | 
aa y We are now able to offer the following stock 4 ment plumbing handle is_ being 
MAHOGANY 7 ee 2 eee ee offered. The two-color carton is eabi 
WALNUT me a: 29°" eee Yy 5’ inches wide, 814 inches long cent 
2¢ & Btr. Soft El ¢ 814 inches 2 € > ains pe 
W MILL - oo #2 oo. 3 =. oh ee m and 314 inc hes deep and contains opel 
5,000,000" 7g 1 car 8/4 s.w. & Btr. Repeteshion White Oak SIX palrs of hot and cold beaver- soft 
CAPY. 29> vn & Pod of oP mg Al Beech tail and six pairs of hot and cold illu 
RY KIL 60 , cross handle types. The new han- up. 
500 Ly GVM LAY dle fits all diameter valve stems a § 
je a ty i) ‘ x 5S ’ x 
Lue Mi YY either square or spline shank, re- ope! 
May 22, 1948, AMERICAN LUMBERMAN & Bui 
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gardless of how badly the splines 
are stripped. Unique design is an 
Allen set screw in the side which 
upon tightening forces a hardened 
stee| blade to imbed in the valve 
stem. For more complete informa- 
tion write Sturgis Plating and 
Manufacturing cumpany, Dept. 
AL&BPM, Sturgis, Mich. 


Door Corner Scrolls 


Shown here is one of a series of 
eight corner scrolls for use on 
screen doors and storm doors. They 
are said to be easily installed and 
to fit any door. Scroll-Etts are 





made of cast aluminum, reproduced 
from hand carved designs. They 
are finished with a base white coat 
of baked-on enamel, packed in car- 
tons, complete with special alumi- 
num screws, ready for installation. 
For more complete information 
write Howard A. Daum company, 
Dept. AL&BPM, P. O. Box 7981, 
Pittsburgh 16, Pa. 


Three-Way Mirror Cabinet 


The Park Wing has two adjust- 
able wing mirrors that give the 
user all-angle profile vision. This 





cabinet also has controlled fluores- 
cent lighting. A twist of the wrist 
Opens the reflectors, changing the 
soft room lighting to intense spot 
illumination for shaving or make- 
up. Among the other features are 
a Safe-T chest that can only be 
opened by pressing a button on the 
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Assurep salability is a matter of 
record with Lowell Sprayers and 
Dusters. Why? Because the Lowell 
name is one known to your customers 
as the quality leader in the field. 
It’s a fact—Lowell products on 








STAUFFER 
display in your store are DUSTER 
“‘self-sellers’ the year ’round. 

lA. AG 
PENNANT | i: 
7 
COMMANDER m\ S CYCLONE 
ROTO-BLAST DUSTER 


PREMIER © 1947 L. M. Co. 










~ tomers need at all times. Lowell - 
_ Sprayers and Dusters are at 
the top of my list.” 
. A LOWELL DEALER | 
{name on request) — 












Write Dept. 63, 589 East Illinois Street, Chicago 11, Illinois ‘ 
61 
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WHAT’S NEW? 





top of the cabinet, for the storage 
of drugs and adult items from the 
curious hands of children; ad- 
justable bulb-edge glass shelves; 
razor blade disposal; adjustable 
toothbrush holder. Materials are 
bonderized steel with polished 
chrome trim and quality plate glass 
mirrors. For more complete in- 
formation write Faries Manufac- 
turing company, Dept. AL&BPM, 
Decatur, IIl. 


Door-knob Lock 

A tumbler-type cylinder lock 
built into the outer knob is the fea- 
ture of this new product. The 
outer knob spins like a bearing 
when locked and it is said cannot 
be jammed or sprung. A quarte, 
turn with a small milled-type key 
locks or unlocks the door. When 
the outer knob is locked, it will re- 
main locked even after the door is 
opened from the inside. The inner 
knob, which cannot be _ locked, 
serves as a safeguard against acci- 
dentally locking someone in rooms 
or buildings. It is said to fit all 





door latches and can be used either 
on the outside door or on doors 
throughout a home. Finishes are 
statuary bronze, polished brass or 
chrome, or dull brass. For more 
complete information write La- 
Belle Industries, Dept. AL&BPM, 
Oconomowoc, Wis. 


New Carbide Hammer Bit 


Just announced is a new Blue 
Cyclone hammer bit for drilling 
granite. The Blue Cyclone is tipped 
with carbide, has two deep flutes 
and a tapered shank which is de- 
signed to fit the Rawl chuck. It is 
made in sizes %, 7/16, 12, %, %4 
and one inch. This new drill was 
designed especially for drilling ac- 


curate holes in granite, pebble con- 
crete, hard brick, and other hard 
masonry materials, which had not 
been possible with the Red Cyclone, 
the rotary carbide-tipped bit, 
These Cyclone brothers are de- 
scribed in catalog CB-48. For a 
copy write New England Carbide 
Tool company, Dept. AL&BPM, 60 
Brookline street, Cambridge, Mass, 


Door Chime 

A new liberty two-tone door 
chime comes complete with every- 
thing needed for installation but 
the wire. The chime housing has a 
baked on ivory finish and a pol- 
ished brass medallion in the center. 
Two one-inch brushed and lacquered 
brass tubes sound two notes for the 
front door, one for the rear. The 
chime is Model No. 56, 41 inches 
long, eight inches wide and 2% 
inches deep. For details on this 
and other Liberty chimes write the 
Liberty Bell Manufacturing com- 
pany, Dept. AL, Minerva, Ohio. 


Profits from Inventories 

How to Get Profits from Inven- 
tories is both the title and the 
content of a new illustrated book- 
let published by the Systems divi- 
sion of Remington Rand. It pic- 








It stands to reason—the more an employee knows 
about the business, the better the job he can do 
for you. How does he learn? Through experience, 
certainly. But far more effectively, through a 
planned program of training for the light con- 
struction industry. Hereis whereI.C.S.can help you. 


A COMPLETE TRAINING PROGRAM FOR 

EMPLOYEES IN RETAIL LUMBER YARDS 
This is an extremely practical course made-to- 
order for the National Retail Lumber Dealers 
Association. It covers a number of basic and 
optional subjects, including carpentry, estimat- 
ing, paints, roofing, merchandising. Lessons are 
authoritative, interesting, easy-to-follow. Results 
Your employees learn quickly, 


are immediate. 
apply what they learn. 


We'll be glad to send you full information on 
the Retail Lumber Dealers’ and other special 
courses; how they can be fitted to your training 
needs; how they can develop your workers’ effi- 
ciency and increase profits for your business. 


INTERNATIONAL CORRESPONDENCE SCHOOLS 
Cooperative Training Division, Box 4246-B, Scranton 9, Pa. 











The plunger of each 
Air-tite Stay expands 
and contracts against 18 
Ibs. of spring action. This auto- 
matically adjusts to wood swell- 
ing or shrinkage, allowing sash to be 
raised or lowered freely at all times. 


lie -ttte 


May 22, 1948, AMERICAN LUMBERMAN & 





BALANCER-ACTION, WEATHERSTRIPPING BENEFITS IN 


Chie -tete 
WINDOW STAYS 


One operation to insure snug-fitting, 
free-sliding sash for all double-hung 
windows. Air-tite Window Stays ap- 
ply evenly distributed pressure onto 
both upper and lower sash towards 
the parting bead. Thus, weather in- 
filtration and slackness between sash 
and parting bead is eliminated and 
windows will remain at any desired 
height without cords, weights, pulleys 
or balancers. 


Air-tite Stays simplify inventery 
problems. They are the convenient, 
economical and logical way to 
finish new, old or completed window 
units. Write today for descriptive 
folders and prices. 








Cut-away view - Actual size 
U.S. Pat. No. 2,187,412 


WINDOW STAY COMPANY, CHICOPEE, MASSACHUSETTS 
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SETTS 






Quality Lumber 
for 60 Years 
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California Sugar Pine 
| Ponderosa Pine 
Western White Spruce’ 


:: Industrial Box Shook 


WN l= 


WINTON LUMBER SALES CO., Hoskay “Zomer. MINNEAPOLIS 2, MINN. 


Sustained 
Yield 


w: 4 














Sitka Spruce Lumber 


and 


Box Shook 


POLSON 
Lumber & Shingle Mills 


Polson Logging Company ‘RAINY LAKE LUMBER CO. Ltd 
oquiam, Washington Sales Office: 








2020 Chicago Title & Trust Bldg., CHICAGO 2, ILL. 
Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Onf. 

















EVERY TRACTOR SAWMILL CAN INCREASE 
THEIR PROFITS 33-1/3% 


WITH A 


“Tower” Baby Edger 


This wonderful little machine will do away 
with all edging on the main saw thereby pro- 
ducing MORE and BETTER Lumber per log. 


INEXPENSIVE — EFFICIENT — EVERLASTING 






Available with either Roller 
or Ball Bearings 


Write Us for Prices “Tower’’ Edgers are built in 87 different styles and sizes. 


THE R. J. TOWER IRON WORKS, GREENVILLE, - = "sy ‘vears = = ~MICH. 
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tures and describes the most 
modern methods of simplifying the 
management of stocks to prevent 
losses either from too much or too 
little. It shows why and how im- 
proved, modern inventory records 
reduce clerical costs and conserve 


come a jackof-all trades and 
good at none. He may also flit 
around among a variety 
of wives, adding marital troubles 
to his employment handi- 
caps. It will be hard for him to 
keep his mind on any job long 
enough to acquire more than medi- 
ocre skill. In a word, he will not 
be dependable. 


GOOD SALESMAN MAY BE SHOW-OFF 


too late and that possibility or 
probability should, of course, be 
taken into account when hiring 
salesmen. 

Of all the childish traits that 
can be allowed to persist into adult 
years, infantile dependency is per- 
haps the worst, especially in a 
salesman. Certainly the man who 
has grown up to take pride in his 
independent spirit has the best 
chance to shed whatever other 











executive time. It points the way to ALL youngsters are show-offs, hampering attitudes and habits of We 

cut down and keep down _loss- too. They don’t easily give up this immaturity may be holding him I 

producing overstocks and how to habit of hogging the spotlight. In _ back. = 

avoid profit-killing and goodwill- adult life, this trait often turns to The truly self-reliant man has Ma 
losing understocks and _ out-of- highly constructive ends, depend- too much self respect to be unduly or 
stocks. For a copy of this booklet ing on whether the individual de- selfish. He would be ashamed to wit 

write Systems and Methods Re- velops sound ideas about what dodge responsibility too often; or end 

search Department, Remington makes a show that is worthy of a to leave too many jobs unfinished; par 

Rand Inc., Dept. AL&BPM, 315 grown man. Most good salesmen or to show off too obviously. stor 
Fourth avenue, New York 10, N. Y. have a liberal share of it. Maybe The self-reliant man plays fair Tee 
you can use this fact in some way as a matter of course, if for no N 

: : ; ° 

How to Inspire Salesmen in dealing with that salesman you other reason than that he knows 
. have in mind. What sort of con- that cheating is a form of begging. : 

(Continued from Page 36) , : ‘ = fac 
structive or creative assignment Now that we have run over some Oj 

verance. He flits around from one can you give him that will put him typical makings of a diagnosis for “a 
kind of play to another; he starts in the spotlight? that particular salesman whom you 
many projects, finishes few. For Of course, there are a good have picked as your current moti- ye 
the youngster, this is a good thing many more of these kid character- vation problem, how about your 09: 
for a while. He finds out from _ istics that keep a man from getting prescription ? sie 
experience what he likes to do and along in the world. Unfortunately, Vie: Geaubedies atten eek tons on 

what he can do. But, if he keeps on employers may not be able to do will give a prescription for motivating 

experimenting, he is liable to be- very much about them. It may be your salesmen.) So 
po 

en 

— Mee We 

” pRRNanT SHIPMENT th 

Building Poper ; ua 

Selling to Lumber Dealers Only Y we 

Write for sample and price list. be 








HOSKING PAPER CO. | In 


Wilmette, Ilinois—Phone—Wilmette 985 


HARDWOOD 


FLOORI NG FREIGHT PREPAID 7 of 
Shipped from 0; 
Chicago, Lovisville, Kansas City or St. Paul “ m 


<7 
EGF 


Oak-Beech-Peecan-Ash AG LEE fe 





In straight cars or mixed with air dried 
Yellow Pine Boards and Dimension. 
Best of manufacture. Satisfaction that 
will bring you back for more. 


INTERNATIONAL 
TIMBER PRODUCTS, INC. : 








4441 WHITE-HENRY-STUART BLDG., SEATTLE 1. WASH. : p) 

For prompt attention on your needs phone or write W. E. Difford. Pres. é " 

| MILL REPRESENTATIVE FOR : t] 
1 n 

Miller & Company, Inc. 7 i | 

Soft a Douglas Fir and other ie 

Hardwood & Yellow Pine Lumber ‘ Pe 

SELMA, ALA. and JACKSON, TENN. Western Woods ) 


Selma LD 9910 - 


Phones — Jackson 1885 





64 May 2 


2, 1948, AMERICAN LUMBERMAN ©’ 








or 
be 
ing 


hat 
ult 


yey. 


vho 
his 
est 
ner 

of 
‘im 


has 
uly 
to 
or 


ed: 


‘air 
no 
WS 
ng. 
yme 
for 
you 
oti- 
our 


Sue 
ting 











Western Pine 

The 106 mills reporting to the Western Pine As- 
sociation cut 55,503,000 feet for the week ending 
May 1, 1948. The same week a year ago the cut was 
73,446,000 feet. Shipments were 60,872,000 compared 
with 76,846,000 a year ago. Unfilled orders at the 
end of the week stood at 210,650,000 feet as com- 
pared to 179,463,000 feet last year. Gross stocks 
stood at 556,224,000 feet compared to 499,749,000 
feet for the corresponding period last year. 


Northern Pine 

Five mills reporting to the Northern Pine Manu- 
facturers Association for the week ending May 1, 
1948 reached a total production of 1,280,000 feet. 
Production for the same week a year ago was zero. 
Shipments during the current week amounted to 1,- 
095,000 feet compared to 2,905,000 feet during the 
corresponding week last year. Unfilled orders on hand 
stood at 4,405,000 feet. Gross stocks stood at 31,695,- 
000 feet. 


Southern Pine 

Production of Southern Pine by the 106 mills re- 
porting to the Southern Pine Association for the week 
ending May 8, 1948 amounted to 17,465,000 feet. This 
was 12.24 percent above the three-year-average for 
the same mills. Shipments for the week ending May 8 
totaled 16,363,000 feet. This was 6.31 percent below 
production for the week. Orders placed during the 
week amounted to 14,907,000 feet or 14.65 percent 
below production for the corresponding period. 


In the Market Centers 

BALTIMORE—Some quick shifting in the prices 
of Southern Yellow pine have been noted in the past 
two weeks. Changes have been both up and down. 
One yard owner has just reported that on some ship- 
ments via water from nearby states 2 x 4’s 8 to 12 
feet in length ran around $65 per M, with 16 foot 
lengths up to $73. This is a rise of $2 to $5 over his 
recent receipts. For 2 x 10 material up to 16 foot 
lengths the price is $85, a rise of $10. Supply of 
Southern pine is said to be much improved. It has 
not been moving out of the yards any too fast ac- 
cording to some dealers, due to inventories piling up 
during the winter. There are now plenty of offerings 
from the mills, but no softness is anticipated in the 
price structure. Sheathing and roofers, which were 
around $81, are now quoted around $77 to $78. The 
same source reported that there is still a scarcity of 
xood, dry lumber and most recent information from 
the mills indicate they have little on hand. 

PORTLAND—California was the biggest producer 
of Western Pines and associated species in 1947, the 
Western Pine Association reported. Oregon was sec- 
ond, Idaho third, Washington fourth and Montana 
fifth. Of the estimated total 1947 production of 6,- 
527,411,000 board feet in the 12-state western area ex- 
clusive of the Oregon and Washington coastal regions 
and the California Redwood region, California’s out- 
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Rogue Lumber Sales Co. 


Clyde M. Shumaker, Manager 
P. O. Box 707, Medford, Oregon 


Phone: Central Point, Oregon, 1091 


Specializing in the Distribution of All 
West Coast Woods 


In addition to our general wholesale business, our 
company operates a large concentration yard at Cen- 
tral Point, Oregon, where we bring in the best avail- 
able rough stock from small and medium-sized mills 
for remanufacturing and shipping. Dry kilns and the 
most modern remanufacturing plant in Southern 
Oregon are now under construction and will be in 
operation shortly. The new plant will increase our 
output to over 250 M per day of quality lumber. 


We Invite Inquiries. 


Exclusive Sales Agents for 


Southern Oregon Planing Mill Company 
and 
Jackson Creek Lumber Company, Inc. 


Standard Yard Items 


Reputable Sales Representation Throughout the Nation 
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It’s easy to drill metal, wood or 
plastics with a MallDrill. This 
portable electric tool has power 
to speed the bit through the toughest materials . . . stamina 
to withstand continuous use . .. and adaptability to fit every 
kind of drilling job. Available in capacities ranging from 14” 
to 14” in steel—correspondingly larger in wood—for either 


110-volt AC-DC or 220-volt AC-DC. 


UPC Pitre] : 


Ask your distributor for these nationally advertised produets. 


7733 South Chi Av 
MALL TOOL COMPANY — 


67 














LUMBER MARKET 





put was 2,359,236,000 feet. Oregon’s production was 
1,576,348,000, Idaho’s 930,041,000, Washington’s 573,- 
643,000 and Montana’s 445,441,000. The six other 
western states and South Dakota accounted for 742,- 
702,000 board feet, the Association said. California’s 
heaviest production was in Ponderosa Pine where a 
total of 1,216,661,000 board feet was recorded. The 
White Fir cut was 453,760,000, Sugar Pine 313,437,- ° 
000 and Douglas Fir of the Western Pine region (in- 
land) 306,665,000. In Oregon the Ponderosa Pine 
cut of 1,331,212,000 board feet also topped the state. 
WAY AHEAD OF ANYTHING Inland Douglas Fir was next with 150,827,000 and 


White Fir third at 77,340,000. Ponderosa Pine pro- 
IN THE LOW - COST PLANER FIELD ! duction of 334,186,000 board feet also led in Idaho 








Built for the precision accuracy formerly obtainable figures. Cut in Idaho White Pine was 230,836,000 and 

only with the larger machines. A husky producer in Inland Douglas Fir 156,428,000. Production of 

with wedge adjusted bed, and many patented features Ponderosa Pine in Washington was 327,355,000. Out- 

promoting convenient, time-saving operation and put of Inland Douglas Fir was 153,817,000 and Idaho 

highest quality work. Big enough to meet all the White Pine 22,450,000. Montana listed productions 
requirements of retail! lumber companies and many of 162,036,000 in Ponderosa Pine, 149,734,000 in Larch 
wood-working establishments. Capacities: 24” x 8” to and 107,140,000 board feet in Inland Douglas Fir. 

30” x 8’. Priced way below the larger planers. Every 

user is a booster. Write for Bulletin No. 54. MEMPHIS—Demand for southern hardwoods of 





nearly all grades and species shows little decline and 

a number of items have had substantial price mark- 
MACHINE WORKS ups during the past two weeks. That is particularly 
238 EIGHTH ST., HOLLAND, MICH. true in regard to the better grades of beech, all 
grades of cherry, all grades of pecan, many grades of 
sycamore and black gum, both in plain and quarter- 


HOUSTON sawed and a number of other items. No price reces- 
sion has been noted anywhere along the line. 


Grateless, Air Cooled 














TACOMA — Lumber production throughout this 
REFUSE area is being sharply curtailed as a result of the 
INCINERATOR CIO boom men’s strike, which is causing a drastic 
shortage of logs. Some mills are so vitally affected 

that they are being forced to suspend entirely. Others 





Engineering Service & are operating on curtailed schedules by using logs 
Estimates Furnished brought in either by rail or truck. This probably is 
Without Charge having some bearing on the fact that prices of num- 

b ber one grades of lumber are mounting. However the 


market is reported to be softening on secondary 


HOUSTON BLOW PIPE & grades and in some instances sizable inventories of 


SHEET METAL WORKS the latter are accumulating. The scramble to purchase 
HOUSTON 1, TEXAS publicly owned timber continues. 




















MINER'S EDGER WITH SKF 
BALL BEARINGS 


Lightest running. SPECIAL FEATURES: Variable 
feed with feed belt tightener, guide rail and 
spurs make STRAIGHT lumber; well-balanced 








mandrel, now creosoted frame. IT CLEARS ITS 
COST IN 30 TO 60 DAYS. 


MINER EDGER WORKS 
Meridian, Mississippi 
Phones 1292 and 3111 





THE SENECA WIRE & MFG. CO. FOSTORIA, OHIO | 
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LIFE-TIME VENTILATORS 


ae Se Boga 


igROINESS 
Ct es 


% Weather tight construction 


% Galvanized iron, copper, aluminum 
or fine quality stainless steel 


% Designed to fit any type wall 
%& Easily removable screen 
% Hemmed edges for better appearance 
% Machine Stamoed and riveted 
* Easily installed 
MANUFACTURERS OF HEATING EQUIPMENT 
AND SHEET METAL SPECIALTIES 
Write for price lists and further details 


KRAUSER-BOYD %. 


“Specialists in Sheet Metal Stampings” 
NORTH TONAWANDA, N. Y. 


Gives Siding Jobs Improved 
Protection and Appearance 





On every Asbestos Siding job, 
where appearance is essential, you 
can save valuable time, simplify 
fitting at corners and along win- 
dow and door frames, give added 
protection, by using individual 
zine corner strips . . . Made of 
oxidized zine . . . will not stain. 
Lengths suitable for any Asbestos 
Siding Shingle. For complete de- 
tails write 


BUGHER MANUFACTURING CO. 
211 South Main Street, Kokomo, Ind. 

















AMERICAN-CANADIAN LUMBER CORP. 
ANNOUNCES 
THE REMOVAL OF ITS OFFICES 
TO NEW AND LARGER QUARTERS 
IN THE 
ARCO BUILDING 
1807 ELMWOOD AVENUE 
BUFFALO 7, N. Y. 
Telephone BE-7700 


A COMPETENT SALES ORGANIZATION STRIVING TO 
SERVE THE LUMBER INDUSTRY IN AN EFFICIENT MANNER 














FOR PLASTER .- 


fo} fo) ae It STUCCO - aa 


Color-lt is unexcelled for artistic interior de- 
coration and wall treatment. Beautifies walls 
immediately. Non-fading. Not effected by 

heat, sun, rain, lime or alkalies. 


NON - FADING Conveniently packed in 5 Ib. cartons. 


PURE OXIDE e HASTENS OCCUPANCY 


COLORS 

* SAVES COST OF 
PAINT JOB 
Write for Folder L-is 


ALABASTINE 














PERMANENT 


ALABASTINE 


\ HZ 


MADE BY 


wits | 
Atanasry ime | Pain a a Pease 






GRAND 
RAPIDS . . MICH. 


PAINT PRODUCTS 


BUILDING Propucts MERCHANDISER 








“Three 
GENERATIONS (5, 


of LUMBER BUYERS 
have depended upon 
DAVIS for quality 


Famous for 
consistently 


~ fine quality 
“RN / for more than 


sixty years. 















DAVIS BROS. LUMBER CO. 


ANSLEY, LOUISIANA 








There's no denying the selling power of beauty. 
That's why distinctively styled, chromium plated 
kitchen cabinet hardware by NATIONAL 
LOCK sells fast... at a good profit. Ask your 
jobber about the Deluxe set shown below. 


N58-2364E 


£, N61-225 





“ 


NATIONAL, necnvond -nagnis 
LOCK | INE 
COMPANY i...5 


MERCHANT SALES 
DIVISION. 
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"Best in the Land" 


MINERAL WOOL 


(Light and Dark] 


® Batts 

® Blankets 
® Granulated 
® Loose 


Home, Farm, 
Industry 


For 


Industrial Insulation 
Blankets — Pipe Covering — 
Felts — Blocks — 
Plastic Insulating Cement 


” Jonever- More” 
oe 
Nationwide Service 
50 Shipping Points 


From Coast to Coast 


Prompt Shipment 


Top Quality 


S. T. BURTON CO. 


BUILDERS BUILDING 
CHICAGO 1, ILL. 





ATTENTION: Jobbers, Dis- 
tributors, Wholesalers — 
Write now for new liberal 
Discount Terms and Sales 
Plan. 
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R. D. Scamehorn Named New 
President of Morgan Company 


Ross D. Scamehorn has_ been 
elected president of Morgan com- 
pany, Oshkosh, Wis., and of the 
two affiliated companies, Morgan 
Sash & Door company, Chicago and 
Morgan Millwork company, Balti- 
more. 

Mr. Scamehorn succeeds U. Mor- 
gan Davies, who has retired after 
being associated with the Morgan 
companies for about 35 years. The 
new president has been associated 
with the organization for 13 years, 
first as vice president and general 
manager of the Chicago company 
and for the past two years as gen- 
eral manager of Morgan company. 

Hugo W. Eckardt has been named 
vice president of the company. 
Clarence C. Petri will continue as 
secretary and sales manager, and 
Walter F. Kleinschmidt will con- 
tinue as general superintendent. 


James A. Malarkey, Founder, 
M and M Woodworking, Dies 

James Alfred Malarkey, 75, 
founder of the M and M Wood 
Working company, Portland, Ore., 
died May 3. 

Mr. Malarkey started in the 
building industry with his father 
in the Cleveland Oil and Paint com- 
pany of Portland. He became 
treasurer of this company before 
selling out to the W. P. Fuller com- 
pany. 

In 1918 Mr. Malarkey founded 
the M and M Wood Working com- 


Vode MES 


pany. The company now operates 
15 production units in the three 
West coast states. He has been a 
pioneer in the development of the 
Northwest wood products industry, 

Among his survivors are his son 
Herbert, president of the company 
and Huntington, a director of the 
company. 


J. W. Barber, Executive of 
North Carolina Firm, Dies 

John W. Barber, 56, vice presi- 
dent of the Cathey Lumber com- 
pany, Charlotte, N. C., died April 
28. 

Mr. Barber had been one of the 
organizers of the firm and_ had 
been vice president since 1919. 


Appointments and Promotions 


KENNETH SMITH has been named 
assistant to the president of the 
Pacific Lumber company, = San 
Francisco. Mr. Smith has_ been 
president of the California Red- 
wood association. 


Appointment of EARL D. STEIM- 
ER as Pacific coast market develop- 
ment manager for the Owens-lIlli- 
nois Glass company, has_ been 
announced. He succeeds BERT VAN 
CLEVE who has been named man- 
aging director of the Olive advisory 
board. 


The appointment of W. F. SEWERT 
as manager of hardware products 
for the Wickwire Spencer Steel di- 
vision, Colorado Fuel and Iron cor- 








NEW Sigurd, Utah, plant of the Western Gypsum company started operations in April. The 
plant is one of the most modern and one of the largest plants of its kind. It will soon be in 
large scale production of gypsum and gypsum board products for distribution throughout 


western United States. 


The plant was completed and in production in less than a year. 


Officers of Western Gypsum company are Sid H. Eliason, president; R. D. Hess, vice president; 
E. L. Hildebrand, vice president; W. S. Mole, secretary and treasurer. 


May 22, 1948, AMERICAN ILUMBERMAN © 
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UME SS 
pit PURPOSE opr Ss 


NOW AVAILABLE—the tools you need for insu- 
lation board jobs. Sharp, strong, specially ground 
blades cut through toughest insulation boards 
leaving clean, smooth 


edge. Three tools—five $585 
blades — attachments. Sent pectuae gald 
All for... anywhere in U.S.A. 


Extra Bevil-Devil Blades, of selected steel, ground to 
cut insulation board. Package of 100 for $4.00, 
postage paid. 


KIMBALL company, inc. 


\ 1633 SYCAMORE ROYAL OAK, MICH. 









Redwood Bevel Siding 


Graded, Milled, Dried, Bundled, End-trimmed and 
Labeled in Our Own Plant. 


WHOLESALE CARLOTS 


of Guaranteed Grade 





WALLACE MILL & LUMBER CO. 
Clearwater, Calif. 
Phone Metcalf 3-4269 















/ & le 


LINDSEY ” pte 
Self Loading aii 
Skidders 


are used with either team 
or tractor. On short hauls, 
snaking, and bunching 
logs, they are unexcelled. 


Lindsey Wagon Co. 
Sole Manufacturers 
Laurel, Miss. 








Independence Lumber 
& Manufacturing Co. 


Independence, Oregon 
Telephone 44 Teletype 370 


Manufacturers 


DOUGLAS FIR 


Boards, Dimension, Plank, Timbers, Lath 





Your inquiries will have our prompt attention. 





BUILDING Propucts MERCHANDISER 








PAR-TON cs 


MODERN WOOD PRESERVATIVE 


@ IT not only prevents termites and decay, 
but also allows the surface to be painted, 
stained or varnished. PAR-TOX does not 
leach out. From its first application fifteen 
years ago, there is no evidence of any loss 


of toxic value. 


@ WHEREVER wood is used, PAR-TOX treat- 
ment is an economical measure for conserva- 
tion — it greatly lengthens the life of any 


wood product. 





Specify ‘‘PAR-TOX 
Treated” on your next 
order. 
















women (RA PARKER & SONS CO. 


to the sash and door OSHKOSH, WISCONSIN 
industry. : 









Need Any of 
These Items? 


KD Boards & +116 Siding 


AD Boards, Siding & 
Dimension 


General Shed Stocks 


Scotch lumber has long been 
known for quality. It comes 
from choice timber, is  well- 
manufactured, accurately graded 
and carefully dried. Depend on 
Seotch for complete satisfaction 
on your lumber needs. 


SOUTHERN PINE @ SOUTHERN HARDWOODS 
FULTON, ALABAMA 


Mixed Cars a Specialty Member SPIB and NHLA 
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DIAMOND POINTS. 


Here’s a big repeat item of top quality 
Diamond Points are packed in a new package 
which prevents breaking of “sticks.” They are 
made by an exclusive Red Devil process from 
especially hard metal, treated against corro- 
sion. Come stacked in strong sticks of 100 points 
each to fit driver. i 


Two SIZES 

No. 1 Diamond Points 
3/8” long for No. 1 Red 
Devil Diamond Point 
Driver. 5,000 points (50 
sticks) to a package. 

No. 2 Diamond Points 
1/2” long for No. 2< 
Driver. 4,000 points (40 
sticks) to a package. 





‘ 
g 

£ 
‘ 
¥ 


RED DEVIL TOOLS. | 


_Irvington 11, N. 














Now in its 57th year 
of operation, Ozan is 
looking ahead to con- 
tinuous operation — 
through selective 
harvest and reforest- 
ation. 


OZAN LUMBER CO. 
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1891 ARKANSAS 
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poration, New York, has been an- 


nounced. He has been with the 
company since 1923 and will con- 
tinue to operate from the New York 
office at 500 Fifth avenue. 


CARL E. Brock JR. has been ap- 
pointed branch manager at the 
St. Louis office of the Ilg Electric 
Ventilating company. He has been 
with the company in the Pittsburgh 
office. H. L. BRANIGIN, former 
St. Louis manager, is retiring after 
25 years with the company. 


W. PARKER ARTHUR, manager of 
the Red Lake Indian mills, Redby, 
Minn., has been elected to the office 
of vice president of the Northern 
Pine Manufacturers’ association. 
He is succeeding W. A. SHULL. 


Shifts in two major western for- 
estry positions have been revealed 
with the appointment of STUART 
Moir as forestry counsel for the 
Western Forestry and Conserva- 
tion association and of ERNEST L. 
KOLBE as chief forester for the 
Western Pine association, Portland, 
Ore., succeeding Moir. 


Appointment of JOHN H. Rep. 
MOND, former vice president and 
general manager of Precisioneer- 
ing, Inc., as assistant production 
manager of Koppers Inc., Pitts- 
burgh, has been announced. 


HAROLD J. NEWTON, sales man- 
ager of National Electric Products 
corporation, Pittsburgh, has been 
elected by the board of directors to 
be a vice president of the corpora- 
tion. 


JOHN R. QUINN has been named 
assistant manager of the Extrusion 
and Tubing division, Reynolds 
Metals company, Louisville, Ky. 


WILLIAM D. NESBEITT has been 
named manager of the Spokane 
district of Allis-Chalmers, Mil- 
waukee, Wis. Mr. Nesbitt joined 
the company in 1946 and has re- 
cently been in the Seattle office. 





The HAYWARD LUMBER & IN- 
VESTMENT COMPANY, Los Angeles, 
has been appointed wholesale dis- 
tributor for Marlite and Marsh 
Wall Products in Southern Califor- 
nia. 


JAMES R. GALL has been named 
district sales representative of 
eastern United States for the Par- 
sons company, Detroit. FORD 








- S§ERERLING 


? 





.  ° + TOOL PRODUCTS co. 





Ni 
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i 





ESTABLISHMENT of c new sales office and a service department at 405 W. Washington street, 
Los Angeles, has been announced by Sterling Tool Products company, Chicago, manufacturer 





of sanding machines. |. C. Bouchard is in charge of the new store. 


May 22, 1948, AMERICAN LUMBERMAN & 
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FISHER has been named advertising 
and sales promotion manager for 
the same company. 


Diamond Match Starts 
Anti-Fire Campaign 
on Match Boxes, Clips 

The Diamond Match company, 
New York, has launched a novel 
campaign to combat forest fires by 
the use of educational printed mat- 
ter on boxes and books of matches. 
The text warns the public against 
carelessness with lights and cigar- 
ettes in America’s timberlands. 

Diamond Match officials assert 
that the company’s efforts mark the 
first time in the industry’s history 
that matches have been utilized in 
an anti-fire campaign. 

The distribution is being made 
through company facilities in the 
many states where it conducts lum- 
bering operations and through the 
U. S. Forest service. 


Companies Announce 

The establishment of a new 
product development group by the 
PITTSBURGH CORNING corporation, 
Pittsburgh, at Port Allegany has 
been announced. The new organi- 
zation hag been formed to coordi- 
nate sales and research activities. 


Appointment of the PENINSULAR 
DISTRIBUTING COMPANY, Detroit, as 
exclusive Crosley distributor in 
that district, has been announced. 

NORMAN LUMBER YARD, Marion, 
Ill., has been sold to C. C. Cagle. 
Harry Norman who has operated 
the lumber yard for the past 14 
years is retiring. It will be oper- 
ated under the same name and man- 
aged by James I. Cagle, son-in-law 
of Mr. Norman. Mr. Cagle plans 
extensive expansion. 


A modern treating plant was re- 
cently completed by DIERKS LUM- 
BER & COAL COMPANY, Kansas City, 
Mo., near DeQueen, Ark., and is 
now in full operation. This plant 
is said to be the last word in effi- 
ciency of layout and equipment. 


The appointment of T. R. HAZ- 
LETT, 5424 Third street N. W., 
Washington, D. C., as distributor 
in the Washington area for prod- 
ucts of the AMERICAN FLOOR SUR- 
FACING MACHINE COMPANY, Toledo, 
Ohio, has been announced. 


R. L. Forsy recently announced 
the opening of a commission and 
Wholesale lumber and building ma- 
terial business, to be known as R. 
L. FoIsy LUMBER COMPANY, 3433 
W. Diversey avenue, Chicago, Ill. 


BuitpInc Propucts MERCHANDISER 








ADVERTISING 


PAYABLE IN ADVANCE 


American Lumberman & Building Products 
Merchandiser is published every other Satur- 
day. It publishes the largest strictly classified 
advertising section in its field. 
All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 6 
point style. No cuts or special borders allowed. 
For advertisements bearing box number count 
tive extra words. Replies are forwarded free 
of charge. Please indicate classification de- 
sired. Publisher reserves right to classify. 
edit or reject any classified advertisement. No 
agency commission or cash discount allowed. 

Rates — Cash With Order 

Minimum Charge $2.00 

For one or two insertions 10c per word per in- 
sertion. with minimum charge of 50c per line. 
Three to Five insertions 9c per word per in- 
sertion, with minimum charge of 45c per line. 
Six or more insertions 8c per word, per inser- 
tion, with minimum charge of 40c per line. 
There are approximately 5 words to a line and 
when less are specified or used. regular line 
rate is charged. 
When answering box numbers or mailing copy 
tor ads address them to: 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Illinois 


HELP WANTED 














Wanted: Lumber grader for Distributing Yard 
on Hardwoods and White Pine. Steady work. 
union scale. Address E-42, American Lumber- 
man. 





_, LUMBERMAN 
Young, ambitious salesman. Will lead up to 
managerial job. Address B-47, American Lum- 
berman, Inc. 





Wanted experienced special millwork esti- 
mator and sales manager for Washington, 
D. C. office. Address B-53, American Lum- 
berman, Inc. 





Wanted: A young man with some experience 
in lumber business for assistant manager of 
lumber yard in small town in Central Illinois. 
Chance for advancement. Address’ B-54, 
American Lumberman, Inc. 





Wanted Assistant Manager for yard in cen- 
tral Iowa. Must be aggressive, and capable 
of handling all phases. State experience and 
salary requirements. Address A-42 American 
Lumberman, Inc. 





Capable man thoroughly experienced in saw 
and planning mill business. Arrange for good 
salary plus share of — to proper man. 
Job located in central Arkansas. Reply Krebs 
Lumber Company, Springfield, II. 





Wanted: Combination yard and office man to 
assist manager of lumber and fuel yard. 
Should have some experience. Address B-50, 
American Lumberman, Inc. 





_ Help Wanted—Male—White 
Experienced business man type as Hardwood 
lumber buyer for a very large furniture plant, 
using varied species of Northern and South- 
ern Hardwood—to be assistant to owner. Ad- 
dress B-55, American Lumberman, Inc. 





Small wholesale and commission firm in Chi- 
cago area needs additional sales help. Have 
exclusive representation several large mills 
Southern and Western Pine and West Coast 
lumber. Salary and bonus. Write full par- 
ae Address B-56, American Lumberman, 
nc. 





HELP WANTED 








Wanted: Foreman for Cabinet Department 
Woodworking Plant. Hampden-Ely Company, 
Springfield 9, Mass. 





Position open with growing retail lumber 
concern with large yards in large towns. 
Age thirty or under. Only want men with 
future and ambition as all higher positions 
in our concern are filled from our own em- 
ployees. Every one starts at the bottom. 
Advise your experience, age and enclose 
photograph. Address B-25, American Lum- 
berman, Inc. 





EXPERIENCED LUMBER SALESMAN 


Manufacturer of Canadian Spruce and West- 
ern Pine, and wholesaler of Coast products, 
has opening for energetic and experienced 
yard and industrial salesman in Chicago and 
northern Indiana territory. Salary and bonus 
basis. Applications should cover experience, 
age, education, etc. Replies treated confi- 
dentially. Address Box B-28, American Lum- 
berman, Inc. 





Wanted: Young energetic man who is thor- 
oughly familiar with accessories of a retail 
lumber yard to sell retail and wholesale; 
preferably from northeastern Illinois. Housing 
is a paves Manta Address B-38, American Lum- 
berman, Inc. 





Wanted — General Office man able to draw 
material from plan and make small home 
sketches. State salary, _- and experience. 
Suburban Chicago yard. Address B-33, 
American Lumberman, Inc. 


WANTED: Experienced and capable general 
building construction Superintendent _ for 
homes and general contracting. Address A-22, 
American Lumberman, Inc. 


SAW MAKER—Experienced, on large Circu- 
lars or Bands—maximum pay—steady work. 
R. HOE & CO., Inc., 910 E. 138th St.. New 
York 54, N. Y. 











SALESMEN—REPRESENTATIVES 

Aluminum and stainless steel mouldings and 
trims, 

Complete line—unexcelled quality—compe- 
titive price. 

Sell through jobbers or direct to dealers in 
hardware, lumber, floor covering and fix- 
ture mfrs. 

Closed territories—full commission on present 

..accounts if serviced. Interview in your own 
territory. 

Address A-26, American Lumberman, Inc. 


SITUATIONS WANTED 


MANAGER-AUDITOR | . 
Age forty—over twenty years retail experi- 
ence covering all phases. Modem er- 
chandiser, successful volume builder. Profit- 
share operator, prefer West or Southwest. 
Excellent references. Write A-61, American 
Lumberman, Inc, 

















Retail Lumber Manager. Veteran age 32 with 
family. Will go any place in California. 12 
years experience lumber, paint, hardware. 
Address B-27, American Lumberman, Inc. 





MILLWORK SUPERINTENDENT 
20 years 3 ge all phases. Producing 
every type high class millwork. Good ex- 
peditor. Detailer-biller. Address B-40, Amer- 
zcan Lumberman, Inc. 





Experienced building material and sash and 
door salesman now employed desires position 
where possibilities are unlimited. onsider 
other fields. Married, 40, good health, sober, 
college graduate, dependable, and an excel- 
lent salesman. Address B-37, American Lum- 
berman, Inc. 





Desire position as manager of wholesale mill- 
work manufacturing business. Write T-43, 
American Lumberman, Inc. 





Young aggressive salesman with following of 
furniture manufacturers and industrials spe- 
cialty line interested selling lumber in Chi- 
cago for a reputable firm on a protected 
commission basis. Address B-57 American 
Lumberman, Inc. 
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USED MACHINERY WANTED 








Will trade stock sash, doors, general millwork 
and building materials for self-feed ripsaw. 
9-foot equalizer, 48°" double deck sander o: 
other sash and door machines. Write Box No. 
C-60, American Lumberman. 





Wanted 


A reasonably modern eight knife head planer 
and matcher; also cyclone blower and pipe. 
Quote best cash price. State full particulars. 
Barrett Logging Co., Newberry, Michigan. 


LUMBER & DIMENSION WANTED 


WANTED 


5/4 3A & Sound Oak and Hardwoods, dry, 
random widths and lengths. Penna. Lumber 
& Post Co., Inc., Hyndman, Penna. 




















WANTED TO BUY — 
MISCELLANEOUS 








RAILS WANTED 
Any weight—Any tonnage 
P W. H. DYER CO., INC. 
Railway Exchange Bldg., St. Louis 1, Mo. 





RAILS: ANY SIZE OR QUANTITY 
Particularly 20 lb. 25 Ib. 30 Ib. 35 lb. & 40 lb. 
ecure our price before selling. 


MIDWEST STEEL CORP. 
Charleston, W. Va. 





Rock Lath—Nails—Doors, 90 lb. Slate—15—30 
lb. Felt and Reinforcement Rods in car load 
lots. Send full particulars to Lee Gainsboro 


Building Supplies, 132 N.W. 12th St., Miami, 
Florida. 





WANTED TO BUY—NAILS 
#8 Som. to #80 Com. Need mostly #20 


Advise price and shi 


. int. 
ELCO LUMBER CO., Box 41, Beckley. “va. 








BUSINESSES WANTED 








LUMBER Yard Wanted—Retail and Whole- 
sale: will buy going yard in Greater Kansas 
City: must have trackage and monthly capac- 
ity $60,000 to $75,000. Write full details to 
Box B-44, American Lumberman, Inc. 








BUSINESS OPPORTUNITIES 








Looking for a location? We have ideal spot 
for a | lumber using industry. Timber avail- 
able by rail, river, or highway.. Cheap 
electric power available. Call or write, Ho- 
gan Saves. Commerical Club, Big Falls, Min- 
nesota, 





Established commission buying concern wants 
to represent wholesale lumber dealers cater- 
ing to railroad and car material in Alabama 
and Georgia territory. Address B-46, Ameri- 
can Lumberman, Inc. 








MILLING IN TRANSIT 
KILN DRYING 








Now Accepting Orders for Kiln Drying 
During June and July. We also dry in 
transit. Wire. phone or write: 


Harbor Lumber Company 
9246 So. Harbor Ave. 
Chicago 17, Illinois 
Bayport 7100 





We solicit dressing and resawing in transit, 
both Hardwood and Pine. Can size timbers 
up to 14°°x20°. We also kiln dry Pine. Aill 
freight refunds are deducted from face of our 
mill invoice. GRAYSON LUMBER COMPANY, 
INC., BIRMINGHAM, ALABAMA, Phone 9-1131. 
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TIMBER & TIMBER LAND 
FOR SALE 








TIMBER OPPORTUNITIES ARE PASSING. 
BARGAINS: 300,000,000 ft. pine. Owner wants 
land harvested for stock ranch: also large 
profitable western enterprise comprising Ply- 
wood, Sawmill, Door Plant, Shingle Plant, all 
er parts for sale; also — California Timber 
ee Address A-39, American Lumber- 
man, Inc. 





Timber For Sale 


300 million feet old growth Douglas fir, sugar 
pine, and white fir in Northern California. 
New Sawmill, 40M ft. capacity: Diesel elec- 
tric power plant, logging .<?.7 etc. 
Near highway. Agent, G. W. Hult, 3029 John- 
son St., Corvallis, Oregon. 





OPPORTUNITIES IN CENTRAL AMERICA 


No corporation, property, income taxes. Mini- 
mum Government controls, etc. 
PINE: Sawmill complete, trucks, cats, etc., 
operating. Virgin long leaf yellow pine 
,000, BF, pay as you cut. 
NAVAL STORES: 800,000 acres slash, long leaf 
yellow pine, virgin, ready for development. 
HARDWOODS: Going operation, complete 
equipment, timber, contracts unlimited amount 
logs. Need experienced person, proper 
finances for operational expenses. Write for 
details: P. O. Box 345, Corpus Christi, Texas. 





53,000 ACRES NORTH CENTRAL FLORIDA 
Cut over 15 years ago, now has heavy stand 
young yellow pine. Buy this at $11.00 acre 
in fee and double your money in less than 
ten years. Address B-52, American Lumber- 
man, Inc. 





FOR SALE: Twenty million board feet of sub- 

merged logs in a river with good solid banks. 

Good roads all along the river bank. $5.00 per 

thousand. L. W. Wilson, International Falls, 
inn. 








BUSINESSES FOR SALE 








FOR SALE: Sawmill and planing mill in full 
operation, gn 25 feet per day, %%, 
million feet Y.P. and So. Hardwoods on sticks 
drying. 6 months supply timber contracted for. 
Mill on Siding. All necessary buildings, power 
units, horses, wagons, log trucks, tools and 
equipment needed for economical operation. 
Located in south Arkansas. Owner wishes to 
retire. $60,000 needed to take over operation. 
Terms if desired. For further details address 
Box A-50, American Lumberman, Inc. 





FOR SALE: RETAIL YARD 

Well established, highly rated corporation do- 
ing between 150 and 200 thousand dollars 
annual volume—good profits. Tax returns 
and CPA Audit Available. Located in fast 
growing Rio Grande Valley. Owner has man 
other interests. Will take 40 to 50 thousan 
dollars to handle. Address B-45, American 
Lumberman, Inc. 





LUMBER YARD FOR LEASE 


Established Lumber Yard on spur track in Los 

geles Harbor area. Good going business. 
Complete with or without office equipment, 
trucks, inventory, etc. Sales volume—$60,000 
per month. Partnership liquidating. Reply 
Box B-48, American Lumberman, Inc. 





FOR SALE: Retail Lumber Yard in York, Pa., 
including 25 to 30 woodworking machines, 
trucks, warehouses, sheds, R.R. siding on 
Penna. R.R. Covers 2 to 3 acres, some addi- 
tional land available if needed. Approxi- 
mately 25,000 sq. ft. floor space in well kept 
buildings. Owners retiring account health. 
Your opportunity to step into a going and al- 
ways successful lumber yard m 1920 on 
throughout the depression up to the present 
moment. Your gain, our loss. Would also 
consider leasing the realty if desired. Excel- 
lent layout for line yard. Will consider your 
firm offer subject to prior sale. Address Box 
B-51, American Lumberman, Inc. 





FOR SALE 


Lumber & Building Supply Yard. In good 
location near Altoona, Pa. All buildings are 
in A-l condition. Penna. RR siding. real 
opportunity for some one who knows_the 
lumber and building supply business. Rea- 
son for selling is death of owner. No phone 
calls only for an appointment. Call 4273 
Bellwood, Pa. 


May 





BUSINESSES FOR SALE 














Large millwork plant completely equipped 
for all types of millwork, stock and lumber 
yard. Well established business located jn 
Atlantic City, N. J. on bay front. Reason {oy 
selling: Owner wishes to retire from business 
life. For further information write: John A, 
Miller, Esq., 614 Schwehm Bldg., Atlantic 
City. N. J. 








FOR SALE 


A well established Retail Lumber Yard and 
small planing mill; located in a growing Illi. 
nois town of about 40,000. Real estate, build. 
ings, equipment and inventory will run about 
$8 "000.00. For further details write to Box 
B-36, American Lumberman, Inc. 








For Sale or Lease 


Complete Plant for making Glued-up, Finished 
Hardwood Dimension stock; complete Planing 
Mill Machinery. Dry Kilns, Ten acres of land, 
Assorting Yard in Western North Carolina, 
tributary to several million acres of U. §, 
Forestry Timber Lands, production 800 to 
$900,000.00 per year. Price including Machin. 
ery, Buildings and Land, Side Tracks. Sprin- 
kler Equipment $300,000.00. Replacement cost 
today according to recent Appraisal $607,000, 
Write Box No. 1091, Asheville, N. C 





FOR SALE: Plant and yards of a lumber 
roducts company admirably suited for a lum. 
oe yard or mill, box manufacturing or other 
wood working business, or contractors and 
construction yards. Ground 210 x 220 feet 
enclosed with durable cyclone fencing, rail- 
road siding, space for four cars. Like new 
power cables 440 current. Can handle ma- 
chines totalling 400 ~- Sewage, water and 
plumbing all installed. 13,800 sq. ft. one- 
story frame building, having offices, toolroom, 
toilet room, manufacturing and warehouse 
space. Can be purchased along with con- 
siderable clean high-class lumber at whole- 
saler’s cost and including present truckload 
customers. Also 44‘° McDonough Resaw., Rip- 
saws and many small motors, hand trucks, 
conveyors, and other equipment. Have tenant 
willing to rent 1/3 of space at $250.00 per 
month if help to defray expenses is desirable, 
Priced right at $50,000. Good Southwest side 
location in Chicago. Address: F. H. Halvor- 
sen Co., 3145 West 63rd Street. Chicago 29, 
Illinois. Phone: Hemlock 4300. 


LUMBER & DIMENSION 
FOR SALE 














6,000 Pes. 14" F se 9 51/"’x213/, 
A cs. 14" Fir Pane In *x 4 
G2S szs @ $.12; 00. 
6.400 Pcs. 14°" Fir Panel 51/:°°x231/.” 
G2S s2S 
3,000 Pcs. oa 
1,200 Pes. Y4’’ Fir Panel 71/_''x231/2" 


G2s $2 bis *  @ $.17/, e4. 
4,000 Pcs. 5/16x1 1/,"-4'0" Clear White 


e She ..++,@ $.07i/, ea. 
4,000 Pcs. 5/16x11/-5’0’ Clear te 
ae: $.091/, ea 
32,000 Pcs. 5/16x134-4'0"" Clear White 
_ eer: @ §$.09 ea 


ine 
8,000 Pcs. 5/16x13-5'0"" Clear White 


= Ra $.111/, ea 
5,000 Pes. 5/16x134-4'0’" Clear te 
Res $.10 ea. 


4,000 Pes. 5/16x134-5'0" Clear wiste 
ine S4S @ $ 


Pi 
"Scottsbluif Sash & Door Co. 
Scottsbluff, Nebraska 





For 
Northern Softwood 
Products 


& 
Aspen Cleat Stock 
Contact 


ALL-WOOD MFG. CO. 
BAYFIELD, WIS. 


——— 





CYP 
Yox6, Yax8, 1/gx10 clear yellow cypress bevel 
siding delivered any place by truck. Ap 
proximately 22,000 feet to a load. Can mix 
sizes. Prices on request. DENZIL OSBORN, 
OSBORN TRUCK SERVICE. BOX 172, PHONE 
110, McLEANSBORO, ILLINOIS. 


—_— 





700,000 feet gum, 300,000 feet oak, all thor- 
oughly air dry, log run which would include 
all better grades 4/4 and 8/4. Will either sell 
grades National inspection or the entire lot 45 
log run lumber. Lumber at our mills at Gur 
don and Boughton, Ark. Reply Krebs Lumber 
Company, Springfield, III. 





















egies’ 


tm kc ee 


Mee I 





25= 
x 


“ thy ‘, 









































22, 1948, AMERICAN LUMBERMAN & 








